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WE 00 OUR PART 





1. 


A DOUBLE-HEADER SALES EVENT 
FOR MAY AND JUNE 


GREAT SALE OF “Accessory” Pieces at 25% 


Discount Until June 30th, you may offer every customer a 
wide variety of 1847 Rogers Bros. fancy pieces in any active pattern 
at a discount of 25% from regular retail prices. This means every 
customer—whether or not she purchases a “starting set” or has a 


Certified Coupon Book. 


You may purchase open stock fancy pieces in the usual gift boxes 


or in a Quick Selling Unit—in FREE Prevent-Tarnish Tuck-Away. 


THIS UNIT) 6 Salad Forks 1 Serving-or Cold Meat Fork 6 Oyster Forks 
CONTAINS { 6 Iced Tea Spoons 1 Serving Spoon 6 Butter Spreaders 
Special Retail Price for these 26 pieces, until June 30th—$18.95. 
(Tuck-Away FREE.) FULL MARK-UP ON EVERY SALE. 


COUPON PLAN ROUND-UP On June 30th the Certi- 


fied Coupon Plan will be withdrawn. Purchasers of standard start- 
ing sets (at regular prices) prior to June 30th will be entitled to the 
25% discount on fancy pieces for 18 months thereafter. Here’s an 
opportunity many customers will hasten to grasp before it’s too late. 






Her Majesty 


Silhouette Legacy 


NATIONAL ADVERTISING 


National advertising in five great maga- 
zines this Spring will sell the idea of more 
fancy pieces. Attractive cards, direct mail 
advertising, and ready-made newspaper 
advertisements are yours for the asking. 
Write for them and for full information on 
this double-header sales event. 
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The mark of the International Silver Com- 
pany —the world’s largest maker of silverware 
—the world’s largest advertiser of silverware 


REG. U. S. PAT. OFF. 


1847 ROGERS BROS. 


Silverplate 


A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post Street ST. LOUIS, Ambassador Building 
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EM-STONES 


By G. F. HERBERT SMITH 


An Interesting Authoritative Book 


Comprising 40 chapters and many diagrams, plates and 
tables by an outstanding authority. Over 300 pages. 


Here is a comprehensive book on 
GEM-STONES both for the Jeweler 
and the Connoisseur, written by an 
Assistant Secretary of the British Mu- 
seum, giving not only the character- 
istics of the various stones, but their 


histories and technologies. 
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The present fourth edition is com- 





vn fd 

wr oo . 

Ste pletely up-to-date. It furnishes the 
we" es . , 

ior jeweler and his clerks with a back- 









ground and appreciation of the various 
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The various 
sections, each 
including one or 
more chapters, cover: 








commercial stones that will make their 


contacts with customers more effective. 


THE CHARACTERS OF GEM-STONES 
THE TECHNOLOGY OF GEM-STONES 
PRECIOUS STONES 
SEMI-PRECIOUS STONES 
ORNAMENTAL STONES 
ORGANIC PRODUCTS 








Price $3.00. Orders promptly filled. 
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SPEAKING OF THE JEWELRY TRADE 4. 4 ao 


4d . 

— this 
door come the nicest people in the 
world ——- Our Customers” — reads a 
sign over the entrance to the store of 
Frederic W. Roedel, a jeweler at 255 

Genesee St., Utica, N. Y. 
Watching for a reaction from the 





public from such a radically different 
sign, Mr. Roedel says that he expect- 
ed he would receive a great deal of 
jocular comment, “but, strange to 
say,” he adds, “we have heard noth- 
ing but favorable words about it. 
Our customers seem to regard it as 
an expression of our personal feeling 
toward them.” 


+ ¢ 4 


A message from 
a well-known advertising expert calls 
THE JEWELERS’ CIRCULAR’S atten- 
tion to the many cases in which it has 
pilloried the poor advertising of our 
national producers in stating mean 
things about the jewelry business in 
their attempt to interest the public in 
their own product, saying: 

“You have done good work in at- 
tacking manufacturers and their agen- 
cies against this foolish advertising, 
and you have helped the advertisers 
themselves in making them stop it, 
but would it not be fair, on the other 
side to now recognize the legitimate 
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and progressive advertising of those 
who incidentally help the jewelry 
trade? Take, for example, the recent 
advertising of the John Hancock Life 
Insurance Co., which has its argu- 
ment keyed into an illustration of an 
elderly man and woman buying jewel- 
ry over the heading “They Can Afford 
It.’ The argument that follows calls 
attention to the fact that, thanks to 
the retirement annuity from which 
these older people had benefited, they 
were in a position to buy luxuries 
that they might not otherwise have 
been able to have afforded.” 

We think the suggestion is just 


WE CAN GIVE 
BOUQUETS 








and are glad to call attention to the 
John Hancock Life Insurance Co.’s 
interesting propaganda referred to 
above. 


. os 


[, discussing 
“Watch Repair Department Profits” 
before the convention of the Okla- 
homa Retail Jewelers’ Association at 
Oklahoma City in April, M. C. Lar- 
sen of the C. & E. Marshall Co., Chi- 
cago and Oklahoma City, said: 
“Good, efficient, craftsmanlike 
watch repair work builds up an end- 
less chain of invaluable word-of- 
mouth advertising—something money 
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cannot buy—and results in new cus- 
tomers seeking you out.” He ex- 
plained the psychology of the proper 
method of taking in watch repair 
jobs—an important matter which sel- 
dom receives the thoughtful consider- 
ation it deserves—and advised jewel- 








ers to produce the best work possible ; 
use the best material available; have 
watches ready when promised; keep 
accurate record of watch repair jobs 
and names of customers, thereby also 
building up a good mailing list. He 
urged the use of plain, understand- 
able, every-day expressions, rather 
than technical terms in describing 
watch troubles to customers and 
prospective customers. 


¢ ¢ 4 
Thret some of the 


old jewelry houses have retained their 
fundamental principles in regard to 
prices, despite the conditions that have 
followed the industry in the last two 
or three years, has been manifest in 
the number of reports that have come 
to us in the last few months. Most 
prominent among these was the atti- 
tude of one of the great jewelry 
houses of the country in handling an 
attempt of a very rich woman to get 
them to reduce their price on an un- 
usual diamond which she had prac- 
tically purchased from them. This, 











one of the finest diamonds in their 
stock, had been picked out and ac- 
cepted by the lady, who now bears a 
foreign title. But before she had paid 
for it, she had been approached by the 
representative of another very large 
house, who offered her a diamond 
somewhat larger at a price at about 
$10,000 less than the one she had 
already purchased. 

With the memorandum and the 
diamond submitted by the second 
house, she approached the salesman of 
the house from which she had bought 


WE STILL HAVE OUR ETHICS 
MADAM é 








the first diamond, telling him she 
liked their diamond better, although 
it was smaller, and said she would buy 
it if she could purchase it at the price 
of the second diamond, i.e., $10,000 
less. The salesman was somewhat 
perturbed at the suggestion, but said 
he would consult with the president 
of the company. When he did so, 
according to the report, he was, in 
somewhat simple language, told that 
he should have been ashamed to con- 
sider the offer and was instructed to 
tell the customer if she liked the sec- 
ond diamond and stones of that qual- 
ity, she was not interested in the one 
they had offered her. She was asked 
to return the stone at once and cancel 
the sale, and this was done. 

But the point of the story lies in 
the fact that but a few days before 
the American “noblewoman” had 
picked out the first diamond, the 
house had increased its price about 
$10,000, but this price having been 
placed upon the gem, they would not 
deviate in any way, even though cus- 
tomers for a gem of this character 
are to be found but seldom, even 
when the jewelry business is good. 
Incidentally, the report goes on, the 
diamond has been sold at its new 
value. 


q+ ¢ ¢ 


—_ Leininger, 
chairman of the legislative commit- 
tee of the New York State Retail 
Jewelers’ Association, has sent out a 
letter to retail jewelers urging them 
to enact in their own municipalities a 
good auction ordinance in order to 


stop the parasites who are continually 
making inroads on the legitimate 
jewelry business. In urging this ac- 
tion, Mr. Leininger says: 

“Send to me for a copy of a model 
ordinance, check up on the present 
ordinance in your town, or consult 
your municipal attorney about having 
a new ordinance enacted based on this 
model ordinance. This will stop 
loopholes so that the racketeer cannot 
come into your town at any time of 
the year and conduct his dishonest 
fake auctions. 

“Dont depend on the code and the 
NRA to stop auctions. There must 
be good local ordinances, also. Even 
if you are located in the small com- 
munity, it is important that you have 
an effective ordinance. The buyers 
of bankrupt stocks, prevented from 
operating in the larger cities by up-to- 
date local legislation, are descending 
on the smaller communities and oper- 
ating auctions where there are no re- 














strictions or ordinances. Get an or- 
dinance based on the model ordinance 
passed on before the holiday season 
comes on again, so that you will have 
some measure of protection against a 
most serious menace to legitimate 
jewelers.” 


$¢ @ 


The Whiting & Davis 
Company, manufacturer of mesh bags, 
announced a 10 per cent advance in 
wages to all hour and piece workers 
in its employ on April 17. 

“This wage increase affects more 
than 200 employees at the present 
time, with additional help being added 
weekly,” Charles A. Whiting, presi- 
dent of the company, stated in his 
announcement. 

He added that he believes some- 
thing must be done to pay taxes, in 
order that our government will be 
able to pay our interest on the large 
government debts. He further stated 
that if industry in the United States 
would follow the lead of his company, 
business would stage a recovery over- 
night. 

The Whiting & Davis Co., it is 
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claimed, was the last in its industry 
to reduce wages and, it is believed, 
is the first to volunteer an increase, 


q+ ¢ 4 


A number of 


divorce stories, important enough to 
make page one of the daily newspa- 
pers, set Samuel R. Coup, jeweler at 
1004 First Central Trust Building, 
Akron, Ohio, to wondering how 
many couples to whom he had sold 
wedding rings had aired domestic 





troubles before a court. He couldn't 
recall one. 

“So I decided that I would inves- 
tigate,” he explained. “I spent some 
time delving into records to learn if 
any of these couples had appeared in 
a divorce action. 

“Much to my surprise, not one had 
ever been divorced, so far as I could 
learn. Evidently, when they had 
taken their marriage vows they meant 
what they said when they agreed to 
help and comfort one _ another 
through better and through worse. 

“The wedding rings I sold still re- 
main the symbol of enduring love. 
It is nice to think that these rings 
are the sign of happy marriages.” 


q ¢ 4 


The working force 
of the Waltham Watch Co. has been 
increased to 2300, announced F. C. 
Dumaine, president, at the annual 
meeting of the stockholders. In his 
address to the shareholders present, 
Mr. Dumaine said, in part: 

“A year ago it appeared very much 
as if a drastic curtailment in opera- 
tions would be imperative. However, 
a radical reduction in prices enabled 
the sales department to dispose of the 
stock, justifying running the factory 
and providing considerable work for 
a substantial number, at that time 
much desired. Lowered prices and 
small production were not conducive 
to profits for owners, and I sincerely 
regret coming before you with an ac- 
count not warranting dividends, as 
disappointing to me as to you. 

“Although a code for watch fac- 
tories has not yet been executed, the 
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work week has been reduced, two ad- 
vances in wages volunteered and the 
working force increased from 1300, 
the low point, to nearly 2300 at pres- 
ent. Should we be fortunate enough 
- to maintain the present force, much 
of the free cash appearing in the bal- 
ance sheet will be required, for, as 
you know, it takes about 12 months 
from the time you start processing a 
watch until you receive payment for 
it.” 


q ¢ ¢ 


The house of 


Sam F. Sipe, one of Pittsburgh’s lead- 
ing retail jewelry stores, is antici- 








pating better May and June business, 
particularly ‘June bride” business. 

When queried on conditions by the 
Pittsburgh representative of THE 
JEWELERS’ CircuLar, C. Glenn Sipe 
said: “Industrial conditions are much 
better in Pittsburgh, and I feel that 
we should get more business this May 
and June than in any time during the 
past few years. More people are look- 
ing around in the store and our pa- 
tronage is much better than it was a 
year ago. 

“This morning, one of the promi- 
nent coal men was in buying a. dia- 
mond ring, and you know that this 
time last year no industry was de- 
pressed more than coal mining. I 
could not have sold him a thing last 
year.” 


+ ¢ ¢@ 


[, a recent 
article in Money and Commerce, 
Francis A. Keating, the head of the 
Grogan Co., Pittsburgh, Pa., dis- 
cussed “The Future of a Luxury 
Business,” in which he said, in part: 

“The present is, of course, not a 
very propitious time for making and 
disposing of luxury merchandise; for, 
while it is not the first time we have 
been confronted with great problems 
of finance and new problems in our 
daily life, and while these things are 
being met and are being solved, we 
are quite prone to think only of the 
very material needs of daily existence 
and perhaps to conclude that the 
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glories of the past will not come back 
again. Other generations met these 
problems, solved them, and their ar- 
tists and craftsmen went to greater 
heights in the development of all that 
was beautiful. We are today going 
through what other generations have 
gone through, but we are better pre- 
pared than ever to meet these prob- 
lems. Business is on a much firmer 
foundation than it ever was in the 
past ; education is more widely spread 
among our citizens; history is known; 
art and beauty have a very distinct 
place, and it depends wholly upon the 
dealers in things of luxury whether 
they supply these well defined wants, 
or whether they allow the desire for 
finer merchandise to go unsatisfied. 

“The most beautiful, the most last- 
ing, and most cherished of all human 
attributes is sentiment; the love of the 
parent for the child, the affections of 
the child for its parents, the love 
which is so beautifully described as 
that love which compels a man to 
leave father and mother, and cling 
to her whom he weds. These charac- 
teristics are the basis of life, and while 
the human race lasts, will be the 
strongest pillar upon which creations 
of art rest, for in no way can one 
show concretely the promptings of af- 
fection than to shower upon those we 
love the creations of art in beautiful 
and lasting objects.” 
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WHAT PRICE ECONOMY 


SHE LAYS 
coun Eee. EGES 


Lak 


—It’s sad to reflect upon the many serious 
errors that have been committed in the 
name of economy during the past two years. 

—And one of these errors has been the cut- 
ting down or cutting out of advertising 
expenditures at the very time when adver- 
tising might do its best and most effective 
job 












job. 
—For advertising not only has the power to 
make” a business, but also at times to 
“save” a business. 
—A. C. Monagle, vice-president of Standard 
Brands, Inc., recently said: 
“Scores of corporations are now dis- 
covering that the ‘savings’ they made 
in advertising appropriations in the 
lean years, are adversely affecting sales 
volume now.” 


—lIt is interesting to note that those manu- 
facturers who have advertised consistently 
during the past hectic period are the ones 
that are in the most advantageous position 
right now to profit from the New Deal 
which is in the making. 

—It always pays to advertise—intelligently. 
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a Meridan, 


Conn., comes the report that the 
International Silver Co. gave notice 
on April 7 of a 10 per cent increase 
in the wage scale for day and piece 
workers, and salaried employees re- 
ceiving $200 or less a month. 

The company estimated that the 
increase, effective April 16, would af- 
fect 3500 to 4000 employees. 


o>}. 9 


[, commenting 
upon the new modified zone distribu- 
tion plan adopted by the Hamilton 











Watch Co., Lancaster, Pa., W. Ross 
Atkinson, sales manager, said: 

“Hamilton’s new modified zone 
plan of distribution is not. an ‘over- 
night inspiration. It is the outcome 
of a comprehensive investigation cov- 
ering a period of three years, during 
which we thoroughly analyzed Ham- 
ilton’s position in the market and the 
situation of the retail and wholesale 
jeweler. ‘This survey clearly indi- 
cated the need for a policy which 
would provide protection for legiti- 
mate channels of distribution, and 
which, would effect merchandising 
control. 

“We are just as firmly convinced 
as ever that the retail jeweler is the 
only suitable outlet for a quality 
product such as the Hamilton watch, 
and we are fully cognizant of the- 
handicaps under which the retailer 
has been operating in recent years. 
Consequently, our new policy for fair 
competition has been adopted to elim- 
inate harmful and destructive prac- 
tices and to confine the sale of our 
watches to ethical retail outlets, thus 
insuring a fair profit to dealers and 
an honest value to consumers. 

“The inauguration of the plan in- 
volves many changes in our distrib- 
uting organization, as well as the sac- 
rifice of a considerable volume of 
business. However, I believe that in 
restricting the sale of our product to 
the legitimate retail jeweler and in 
giving him the protection he has 
sought, our new plan will get the 
whole-hearted support of the trade 
which it merits, and which it must 
have to be successful.” 














ommencement—A\ Profit Parade 





Every parent desires to reward 
that boy or girl, after four years 
of College or High School effort, 
with suitable tokens of love 
and appreciation. Jewelers who 
develop a practical selling cam- 
paign will profit from this busi- 
ness. 


Faculty and graduates arriving at 
Woolsey Hall at Yale commence- 


ak year brings 
new sales opportunities as the grammar schools, high 
schools and colleges turn out their quotas of graduates. 
The jewelers who plan ahead and go after this business 
through modern merchandising methods are sure to be 
repaid for their effort. 

Important as are these events to the graduates them- 
selves, they are not alone in this respect. Parents, relatives 
and friends all take pride in the presentation of the 
certificates to the students and are desirous of expressing 
in some tangible form their love and friendship. What 
more appropriate or desirable gift can be suggested than 
a selection from the jeweler’s stock—articles that combine 
beauty and utility and which are retained for years as 
reminders of an outstanding event? 

Now is the time to make the necessary contacts which, 
when ‘developed, will bring business to the jewelry store. 
Start now to secure the names of members of the graduat- 
ing classes in your trading area. These can easily be 

‘obtained from school authorities. From these lists, an- 
other can be compiled giving the names of parents and 
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ment. 


Wide World Photo 


relatives. Do not lose sight of the students who are 
graduating from schools and colleges outside your district. 
Many of them may live in or near your own home town 
or city and their parents and relatives should be added to 
your list of prospective gift purchasers. 

When you have your list of prospects completed, a 
letter of congratulations may be sent to the parents of 
the graduates. It should be carefully written and reflect a 
spirit of cordiality and good will. Care should be taken 
to avoid any attempt to create sales in this first letter as 
such a suggestion will detract from the spirit of the 
occasion and immediately point to an ulterior motive in 
writing. 

Following the letter, however, a booklet offering 
graduation gift selections should be mailed. Such a 
booklet or circular will be more effective if clear illustra- 
tions of articles suitable for presentation to the graduates 
are shown, described and priced. 

Window displays at this season of the year are of 
particular importance and should be arranged with a view 
to creating interest in the school or college as well as in 
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For Jewelers 


the merchandise displayed. Use of the school or college 
colors is, of course, a fundamental requirement. Photo- 
graphs of the graduates and their teachers, pictures of 
the college buildings, a display of trophies won by the 
athletic teams—all these will aid in creating the proper 
school atmosphere and will be a big help in attracting 
attention to the merchandise displays. 

Invite members of the graduating class to your store 
and ask them to select from your stock, articles which 
they consider as most suitable for gifts. Use this informa- 
tion in arranging window displays and in preparing 
advertising literature and newspaper copy. 

If you have two available windows for special displays 
devote one to gift suggestions for boys and the other for 
girls. Show diplomas and caps and gowns as a background 
for some of these window displays and do not forget 
the school and college banners. 

Successful selling campaigns have been carried out by 
many retail jewelers. Here is one used by C. I. Josephson, 
Moline, Ill. This house has inaugurated a plan of pre- 
senting to each girl graduate of the local high school, a 
sterling silver spoon in a pattern which she selects. The 
spoon is carefully monogrammed and a record filed of the 
engraving and the pattern selected. 


dd 
W. have continued 


this practice annually until it has become a fixed event, 
and we find that quite a satisfactory number of graduates 
continue the pattern they originally selected and gradually 
fill out a service,” says Mr. Josephson. 

As shown in the illustration of the Josephson store 
window photographs of the girl graduates are secured and 
mounted on a large cardboard. From each picture a 
ribbon carries to the particular pattern chosen by that 
girl. This window display is unique and attracts much 
attention. 

The spoons are left at the store until after graduation 
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Commencement Day at the Baldwin School, Bryn Mawr. 

and the display suggests to friends of the graduates a 

gift in silver that is always sure to be appreciated and 

acceptable. 

Watches are often featured as suitable and necessary 
gifts for graduates, emphasis being placed in the advertis- 
ing copy and window displays on the need of being 
punctual when the student finds employment after gradu- 
ation and therefore finds the need of a reliable watch. 

Diamonds may be suggested as not only a most accep- 
table gift but also as a good investment at this time. 
Silverware is always appropriate and in fact most articles 
in the jeweler’s stock lend themselves directly to solving 
the question of what to give the graduate. 


This window display was used by C. |. Josephson, Moline Ill., to attract attention to suitable graduation gifts for high school girls. 
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ACROSS THE 





Harmonize the Code 
Definitions 


HE codes so far adopted by the 

various branches of the jewelry 
industry are already having a distinct 
effect in improving the morale of the 
jewelry business generally but there 
are discrepancies and differences in 
the names and definitions they in- 
clude that are apt to cause confusion 
to those who look upon the jewelry 
trade as an entity without realizing 
the different attitude of the different 
divisions. For instance, the Retail 
Jewelers’ Code provides for and de- 
fines the word “‘perfect” in regard to 
diamonds, whereas that of the Pre- 
cious Jewelry Producing Industry 
does not consider it at all. The Re- 
tail Jewelers’ Code provides for the 
use of the words “cultured” or “cul- 
tivated” in connection with pearls, 
where code of the manufacturers and 
importers consider the word “cul- 
tured” alone. The Precious Jewelry 
Producing Code provides for a defi- 
nition of “solid gold” as 24 karat 
gold, whereas the word is used in 
an entirely different way by the 
watch manufacturers in their code, 
and similar conditions in many other 
instances. 

In the interest of the jewelry trade 
in general, and of those who are 
seeking to remedy the abuses that 
come from improper descriptions and 
advertising to the public, the officials 
of the code authorities of the various 
branches of the jewelry and kindred 
industries should take steps to har- 
monize the different codes of fair 
competition at once so as to use the 
same terms and the same definitions 
as to names and quality and in every 
way enunciate identical principles in 
the abolition of unfair words and 
descriptions. 

Each part of the industry has been 
busy in straightening out the various 
problems of its individual field with- 
out full thought as to the problems 
of other divisions. Now is the time 
to take steps that will bring these 
codes together, at least, as far as set- 
tling the names, definitions and stand- 
ards that come into the industry so 


that they can apply from the im- 
porter and manufacturer up to the 
retailer and producer. 


q¢ ¢ 


February Sales Increase 


N its review of the wholesale trade 
of the Second District in February, 
the Federal Reserve Bank of New 
York calls attention to the unusual 








KEEP TO THE SPIRIT 
OF THE CODES 


The codes of the jewelry industry are not 
yet perfect but already they have given the 
opportunity to eliminate many trade abuses 
and unfair practices that have annoyed the 
industry for a long time. 


Wholesalers, retailers, manufacturers and 
importers should do their best to perfect their 
codes in every way, but first of all, realize 
their duty to follow the spirit of the code 
even more than they do the letter. 


It is only by general agreement as to the 
spirit of the codes that we can make them 
effective in eliminating our trade troubles in 
a way that will do the greatest good to the 
largest number. 





improvement in the jewelry trade, 
saying: “Sales of the jewelry con- 
cerns showed the greatest percentage 
increase ever reported to this bank, 
owing in part to the exceptionally low 
level of sales in February, 1933. * * * 
In other lines including shoes, paper, 
cotton goods, men’s clothing, and 
diamonds, the increases over a year 
ago were the most substantial since 
last summer.” 

The statistics accompanying the 
report show that net sales of jewelry 
in February jumped 182.3 per cent 
compared to the sales in February, 
1933, with a decrease in stock held 
of 26.7 per cent, while diamonds 
showed an increase of 51.9 per cent 
with a drop in stock of 13.9 per cent. 
Collection for the two lines of out- 
standing accounts due in January 
showed 34.6 per cent as against 19.4 
per cent in February a year ago. 
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Did Moissan Produce 
Synthetic Diamonds ? 


OR a number of years popular and 
even scientific and technical pa- 

pers have accepted without question 
the statement that minute synthetic 
diamonds were obtained by Professor 
Moissan in his work at the begin- 
ning of the present century. But of 
recent years investigation made by 
THE JEWELERS’ CIRCULAR has caused 
us to doubt wheter the crystals ob- 
tained by the French chemist were 
actually “diamonds” in the way 
the term is accepted and applied in 
the jewelry trade; in fact, repetitions 
of his experiment of recent years 
have so far failed in answering this 
question affirmatively. 

In a recent article on the subject, 
the British magazine Gemmologist 
has called attention to a paper on 
experiments of the Moissan formula 
that was read before the German 
Mineralogical Association at Jena 
last autumn by M. K. Hoffmann. 
This was to the effect that these re- 
sulted in the production of molten 
granules which were dropped into 
water while hot, dissolved in acids 
and the insoluble carbon separated 
from the tiny glittering crystals that 
Moissan and others had supposed to 
be synthetic diamonds. In speaking 
of the refraction test of these crys- 
tals, our British authority says: 


“Though such small frag- 
ments, Hoffmann was able by 
employing the most recent scien- 
tific methods to ascertain that 
the refractive index given by 
the fragments was not 2.4, as 
diamond should be, but only 
1.74. This is how the conclu- 
sion is arrived at that Moissan, 
lacking the more exact instru- 
ments of today, supposed his 
crystals were diamond, but they 
were too small to prove as such 
by the instruments then in use.” 


The article also speaks of the two 
other experimenters, Ruff and Hass- 
linger, in which the same negative 
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results followed. It concludes its 


summary by saying: 

“What, then, is the nature of 
these crystals that are undoubt- 
edly produced after the melting 
process? Moissan declared them 
to be almost 100 per cent car- 
bon. It is not a question there- 
fore, as it might perhaps have 
been, of carbide, with its 30 per 
cent carbon content. Hoffmann 
leaves the matter open, suggest- 
ing there is here perhaps a new 
presentation of carbon.” 


qq ¢ 4 


Licenses to Buy and 


Sell Gold 


OR the benefit of retail jewelers 
now buying and selling old gold, 
who have not renewed their Federal 
licenses, attention is called to the 
fact that licenses issued under the old 
regulations should have been renewed 
by May 1. This has now been extended 
to June 1. Renewal application forms 
are supposed to have been mailed to all 
holders of the old licenses but those 
who may not have received this should 
at once ask the Mint or Assay Office 
to send them this form (TG-12) 
immediately. 

It should be pointed out to all re- 
tail jewelers buying or selling gold 
that every person who acquires any 
gold whatsoever must have a Trea- 
sury license. ‘Those who have no 
license should apply for one without 
delay, and send to the Mint or As- 
say Office of his district for an ap- 
plication form. In filling out the 
application, the jeweler must have it 
sworn to by a notary public and send 
it back with a lettér stating the 
amount of fine gold for which the 
license is required. 

A stock of 25 ounces of fine gold or 
its equivalent in alloyed gold may be 
carried and replenished when neces- 
sary without a license, provided that 
this gold is held in stock only for 
manufacturing purposes and is not 
bought and sold for the purpose of 
trading in the metal. 
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BR CED : bbe sy 
“Chiseller” Creates Code-Evader 
fhe code evader often pleads that his acts are forced 
by his "chiselling' customers. This does not excuse his 
guilt but it does put shame on the "chiseler's" attitude. 

A large manufacturing jeweler recently had an argu- 
ment with a western customer who had asked for goods on 
consignment. The manufacturer explained that consignment 
had been stopped. The retailer, angered when the manu- 
facturer refused, said: 

"All right, but you're foolish. I'll bet you $50 that! can 
get anything | want from other manufacturers on consign- 
ment, whether they call it ‘consignment’ or something else." 

"Perhaps you can," said the manufacturer, "you may 
find manufacturers who will evade the code until they are 
caught. You feel that your: own code should be upheld by 
other retailers, yet you insist that the manufacurers violate 
their own code to do youa favor. The shame lies in the fact 
that you can't be judged equally guilty, under your own 
code, as the manufacturer will be under his." 

Conspiracy to violate any code in the industry should be 


punished by every code accepted by the various branches 
of the jewelry trade. 


S 
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MOTHER'S DAY 
—A NATIONAL 
TRIBUTE 


* 
By 
Polly Pettit 


On Mother’s Day the family 
circle pays its tribute of love 
and appreciation. 








Photo by Courtesy of Metro-Goldwyn-Mayer showing John Barrymore 


Mother's Day, 


originated by Ann Jarvis of Philadelphia and established 
by annual proclamation of the President of the United 
States, has become an essential part of American tradition. 
President Wilson issued the first Mother’s Day procla- 
mation and since that time the second Sunday in May 
has always been celebrated with a memorial service. 
Through this action the United States is the first nation 
of the world to give national patriotic honor to mothers. 
The American Flag is displayed on all government build- 
ings, homes and other suitable places; white flowers are 
worn and religious services held. 

The year, 1934, however, will witness a more wide- 
spread observation of Mother’s Day than in the past, for 
the government plans on or about May 1 to issue a 
special Mother’s Day postage stamp, bearing a repro- 
duction of Whistler’s famous painting, “Portrait of My 
Mother.” It will be the size of a special delivery stamp 
and have a value of three cents. For perhaps a week 
before May 13, the mails will carry a constant reminder 
of Mother’s Day, doubly effective because of the pub- 
licity which the portrait has received since its exhibition 
at the Century of Progress Exposition and in New York. 

For the retail jeweler, Mother’s Day provides an 
exceptional opportunity: there is legitimate reason for 
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and family 


him to use the full merchandising value of the event 
and at the same time pay his respects to the tradition 
as a leader in his community, not only as a merchant 
but also as quasi-professional. The jeweler occupies 4 
position somewhat different from that of the ordinary 
retailer; he is more than a merchant; he is a connoisseur 
and an expert in precious stones. Moreover, he is an 
authority on table appointments, correct stationery, and 
frequently advises in matters of home decoration. For 
these reasons the jeweler enjoys a prestige not accorded 
to other merchants. He can add his dignity to the cele- 
bration of Mother’s Day and gain the interest and 
respect of his customers by so doing. 

Jewelers’ merchandise is most appropriate of all for a 
mother’s gift. It is the finest gift that can be purchased ; 
jewels enjoy the distinction of having a value in sentiment 
equal to their intrinsic worth, and, as has been said so 
many times, they are gifts that last. The gift from the 
jeweler is always personal ; it is signification that the giver 
holds the recipient in high regard. 

The window display on page 49 was designed to 
express both directly and by implication the ideas I have 
discussed above. The painting is of a young mother and 
child, done in deep blue, yellow and orange. There is 
no reéasén Why a representation of a mother should always 
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show a middle-aged or elderly woman. In this case it 
was refreshing to contrast the radiance of a youthful 
mother with the conventional gray hairs so often used 
in Mother’s Day displays. Talisman roses as the white 
flowers which are appropriate mark a departure from the 
usual carnations, no longer necessarily the only blossom 
proper. Vases of brown alabaster hold the flowers while 
chiffon drapes, repeating the colors of the painting, give 
a delicate touch. 

The articles shown in the window run the gamut of 
lines carried by the jeweler. From the diamond bracelet 
worth a small fortune, to the inexpensive but cunningly 
designed lipstick, a selection of gifts is offered which 
makes wishful choosing almost irresistible. Brooches, 
necklace, earrings, clips, lorgnette and chain, even gold 
thimbles are some of the jewelry articles. Then there is a 
toilet set, cigarette case, compact and card case. Perfume 
bottles are an excellent suggestion and in this case add 
materially to the attractive composition of the window. 

In advertising copy, whether for publication or window 
card, the emphasis should always be on the quality and 
kind of gift the jeweler suggests. This places the appeal 
on a non-competitive plane—it gets over the effective 
idea that only the jeweler can supply gifts of the excel- 
lence and enduring value appropriate for one’s mother. 
Newspaper ads should be coordinated with window dis- 
play in the appeal of sentiment made as well as in the 
type gifts recommended. This adds to both forms of 
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This charming Mother’s Day window display shown on Fifth Ave., New York, attracted unusual passerby attention. 











In this survey of Mother’s Day as a merchandising 

opportunity for the retail jeweler, Mrs. Pettit 

stresses a dignified appeal to the finer human in- 

stincts. The window she has designed for this event 

is an ideal representation of what a Mother’s Day 

display should be and is an embodiment of the 
principles which she describes. 








promotion a reiterative value; having read the adver- 
tisement the passerby is more susceptible to a window 
display which develops the same theme, and vice versa. 

There might be added a word of warning: do not 
over-commercialize Mother’s Day. That would be kill- 
ing the goose that lays the golden egg. If your mer- 
chandising policy makes evident a motivation of cold 
exploitation of a high and tender sentiment, you may lose 
several customers forever. For a Mother’s Day promotion, 
a sincere, indeed, a reverential tone of sentiment, not 
cheap sentimentality, can never offend; on the contrary, 
it is just the kind of suggestion that will appeal to the 
finer instincts of every human being and lead to a thought- 
ful sanction of the tribute to Mother which you have 
tactfully suggested. 
























Above — Personal note 
paper with special mono- 
gram designs. 


Right — A_ graduation 

window by H. J. Howe, 

Inc., Syracuse, N. Y., 
featuring stationery. 





LAKE YOUR 


By 
Henry Holland 





Attentive service, 
authentic knowledge of propriety and energetic though 
dignified promotional activity are the reasons why the 
stationery department of Udall & Ballou, retail jewelers 
at Fifth Avenue and 57th St., New York, has proved a 
substantial source of profit over a period of many years. 

The department is conducted by Thomas G. Neiland 
and W. H. Peck, men whose years behind the stationery. 
counter have made them authorities on the proper way 
to sell their product to America’s elite, that slice of society 
whose modes are imitated throughout the country by 
rich and poor alike. They have developed many new ideas 
which have led to additional sales in stationery, several 
of which have been used to advantage by other jewelers 
also. These experts hold that effective window display is 
the most productive form of advertising for stationery. 

Promotional efforts, however, are not limited to the 
store window. For example, it is customary, when engage- 
ments are announced in the social columns of the news- 
papers for the jeweler to send an envelope of samples to 
the mother of the “bride-to-be.” Investigation proved 
that society women are deluged by samples of cards when 
such events are made public, and, to overcome this 
obstacle, special effort is made to gain recognition for 
the store. “We write the parents of the ‘bride-to-be’,” 
says Mr. Neiland, “and ask to be permitted to submit 
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specimens of our wedding forms. ‘Then upon receipt 
of a request for samples, we send a variety of forms, 
types, together with a price list.” 

For personal note paper, the Udall & Ballou store 
stocks a wide variety of imported and domestic papers. 
When desired the conventional monogram is cut in the 
upper left hand corner of the paper by a die. For this 
purpose the talent of a designer of unusual creative ability 
is employed, a man able to develop new thoughts in the 
arrangement of initials. ‘We find,” says Mr. Neiland, 
“that to be in a position to offer our customers some- 
thing original and different in the way of a monogram 
has been instrumental in building up sales to a large 
extent. Not that the monogram business in itself is 
large, but it leads to new customers who have seen our 
work on the stationery of their friends and then come 
to us for all their stationery needs. 

“Often we will use the picture of a favorite horse or 
dog, about which the initials are designed. This adds an 
individual touch—something that makes the paper stand 
out as unique to its user. In general, the dies can be 
used for many purposes. When a dinner is given, the 
place cards are often stamped with the monogram. 

“We find that ‘coats of arms’, with the arms illustrated 
in their proper colors, are also a stimulus to sales. 
Periodically, we place in the window a book on heraldry, 
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vhoto by Old Masters, Inc. 
This attractive stationery window display at the store of Udall & Ballou, New York, helped to increase sales and build store prestige. 


which shows in color the crests, shields and mottoes of 
traditional Irish chivalry. Passersby often come in, say 
that they noticed the book and have wondered if they 
are entitled to a coat-of-arms. We then refer to a list 
of names and very often the required name and coat-of- 
arms are found. 

“Frequently, we are asked to search for other armorial 
data and in such cases we employ the services of an 
expert who has access to a wealth of material of this 
kind. He is a skillful armorial artist and also paints in 
proper colors copies of coats-of-arms for hall or libraries. 

“Stationery for the country home and for the yacht 
is an added source of revenue. The yacht stationery bears 
the yacht club flag and the marine flag of the owner, 
both done in their actual colors. 

“Another branch of our work is the designing and 
engraving of book plates. We have available the services 
of a book plate designer who is very clever in working 
into his conception familiar and intimate objects such 
as a corner of the library, a favorite scene or view. Even 
the owners of moderately large libraries should have book 
plates and we have been successful in stimulating the 
desire for them through an occasional suggestion to 
customers and also by displaying work we have done in 
the window. 

“The same principle, applied to the decoration of the 
backs of playing cards, has in a like manner proved 
fruitful. We have been successful in selling cards by the 
dozen for $25 per set. These sets are illustrated with a 
dog or horse, or whatever may please the fancy of the 
customer. 

“For our regular lines of writing paper, we carry stock 
in tints with borders and also plain white. Women 
usually prefer colored papers. If the address is used 
rather than a monogram, the house and street numbers 
are generally spelled out as having in this form a less 
commercial flavor than the numerals. 

“Wedding stationery offers an opportunity for the sale 
of several items. There is the wedding invitation, accom- 
panied by the church admission card and the reception 
invitation. The at-home card may be mailed with the 
invitations or sent following the honeymoon. The type 
of letter used in wedding announcements is most fre- 
quently Antique Roman. London Script is popular, while 
French, Roman and Shaded Italian offer alternatives. 
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“Then there are reception cards and blank invitations 
which can be used for functions of all sorts—tea, dinner 
or luncheon. A white card is conventional in this case 
although some prefer tinted ‘parchment’ paper. The new 
‘envelnote’ is sometimes used as a general invitation card. 
This device combines in one piece the note paper and 
envelope. General at-home cards, garden party invita- 
tions, invitations to riding and driving parties and 
‘reminder’ cards all go to increase sales volume. Invita- 
tions to cocktail parties are an innovation fast becoming 
popular. These cards lend themselves to lighter treatment 
and can be gayer in design than stationery for the more 
formal functions. 


Some mention should 
be made of Christmas cards, as this can form an impor- 
tant part of the holiday trade. Again we have employed 
the same method of individualizing the appeal of the 
card by illustrating the home or one of the rooms and 
with a Christmas Greeting sentiment engraved either 
below the illustration or on the third page of the fold. 
Many of our customers have us design their personal 
Christmas cards each year. 

“Calling cards offer a good repeat order business in 
all three types, the lady’s, the gentleman’s and the joint 
card for ‘Mr. and Mrs.’ Children’s calling cards are 
another thing that should be given occasional attention 
in the window display. On these cards the boy’s name is 
used without the prefix, while for girls ‘Miss’ usually 
precedes the name. A large, plain white card is suitable 
for informal invitations, and for children’s birth an- 
nouncements we have devised the idea of taking the 
informal folder and pasting a small envelope inside which 
contains the child’s card, bearing its name and date of 
birth. This idea has been quite popular and often just 
suggesting it to the customer means an order.” 

Illustrated on pages 50 and 51 are some effective sta- 
tionery window displays and on page 50 a set of stationery 
for different occasions suggested for display by Mr. 
Neiland. His experience, and that of other alert jewelers, 
proves beyond cavil that stationery, as secondary merchan- 
dise in the jewelry store, can be made to be a prestige and 
sales builder in more ways than one. 
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JEWELRY ACCOUNTING 


EDITOR’S NOTE: This is the third of a series of articles on “Better Accounting Methods,” by Mr. Crooks. In this installment he discusses 
the need of an adequate cost finding system in order to meet present day demands. He joined the staff of the Manufacturing Jewelers Board of 
Trade in 1931 as a traveling auditor and is now manager of the Advisory Accounting Department of the Board of Trade. The National Jewelers 
Board of Trade and the Manufacturing Jewelers’ Board of Trade were merged on Feb. 1, 1933. The advisory accounting service which is being 
rendered by the Board is of great value to the jewelry trade and this series of articles contains much valuable information for retail jewelers. 


Undoubtedly by 


this time most of you are more or less familiar with the 
provisions of the code governing your particular division 
of the jewelry industry. The March issue of THE 
JEWELERS’ CIRCULAR contained a section devoted to 
codes which is complete and well worth preserving for 
reference purposes. 

As a loyal citizen, you have carefully carried out the 
provisions relating to minimum wages and maximum 
hours, as well as the fair trade practice provisions, but 
have you given much thought to your obligation to 
yourself and to your Government to keep proper records? 

It is a well recognized fact that the greatest cause of 
business failure is inefficient management, and further- 
more, that the lack of adequate accounting methods is 
the most conclusive evidence of inefficient management. 
Proof of this statement can be found in “Causes of 
Commercial Bankruptcies,” a study made by the United 
States Department of Commerce, which reveals that over 
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51 per cent of the bankrupt businesses investigated HAD 
NO ACCOUNTING RECORDS; that the accounting records of 
an additional 28 per cent WERE INADEQUATE. 

In reading over certain portions of the National Indus- 
trial Recovery Act, the thought must occur that those 
responsible for the Act realized that this lack of knowing 
facts undoubtedly has a detrimental effect upon business, 
to the extent of causing financial difficulties through the 
use of unsound and unfair trade practices. In order to 
keep industry on a firm basis and enable it to employ 
labor at good wages, these unsound and unfair trade 
practices must be eliminated. Therefore, the National 
Industral Recovery Act seems to demand, among other 
things, that codes contain provisions guarding against 
any attempt to conduct business without knowing all the 
essential facts pertaining thereto. 

Enforcement of the various provisions of the codes is 
still in its infancy but is gathering momentum rapidly. 
Undoubtedly the next few months will see this matter 
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Have You a Pet Method of 
Cost Accounting? 


“Unsound accounting methods,” says 
Mr. Crooks, “must be eliminated in 
order to meet 1934 requirements. It 
is not probable,” he adds “that NRA 
is particularly interested in regulating 
bookkeeping details but industry must 
know more about what it costs to sell.” 


Walter C. Crooks 


UNDER THE NRA . | .- 


come to the fore, with red tape drastically cut and 
alleged violations quickly investigated, followed by prose- 
cutions when necessary. However, there still seems to 
be some uncertainty as to just how the enforcement of 
certain code provisions can be carried out, particularly 
the provision against selling below cost, which is predi- 
cated upon the adoption of uniform cost accounting. This 
much seems certain, that during the next two years, as a 
direct result of NRA, more and more interest will be 
shown, not only in the use of adequate accounting meth- 
ods, but in the adoption of uniform cost accounting 
methods throughout every industry. This interest will 
naturally be greater in an industry where in the past 
little or no attempt has been made to promote uniform 
accounting, which is a condition that prevails in the 
jewelry industry. 

Just for a moment let’s consider what we know about 
the bookkeeping methods used by some jewelry manu- 
facturers, as revealed in “Jewelry Distribution,” com- 
piled by the United States Department of Commerce in 
conjunction with the New England Manufacturing 
Jewelers’ and Silversmiths’ Association. In this survey 
an attempt was made to secure some data on “cost to 
sell,” but it was found that the application or distribution 
of expenses of a strictly selling nature varied so greatly 
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that it was utterly impossible to build up a correct picture 
of “cost to sell.” 

The item of “sales office expense” is clearly nothing 
else but an element of “cost to sell,” nevertheless, of 
those manufacturers reporting, only 75 per cent applied it 
in that manner, the remaining 25 per cent recording it 
on their books as follows: 10 per cent to “Administrative 
Expense,” 2 per cent to “Manufacturing Expense,” 11 
per cent to “General Expense,” 2 per cent to “Other 
Expense.” Another item, “insurance on salesmen’s sam- 
ples,” also clearly a selling cost, was applied by only 48 
per cent in that manner. 


A comparative condition 
no doubt exists in the wholesale and retail branches. This 
is a clear indication of the urgent need of uniform 
accounting practice in the jewelry industry. 

It isn’t probable that NRA is particularly interested 
in attempting to regulate the details of bookkeeping 
systems, but it does seem very certain that NRA is greatly 
interested in attempting to teach industry that it must 
know more about actual costs—costs which shall be com- 
puted in a certain uniform manner by all members of an 

(Turn to page 66) 








S. P. ALBRECHT 





GRADUATION 








“Four weeks in advance of graduation from high 
school we write a personal letter of congratulation 
to parents of the boys and girls and suggest watches 
as gifts,” says Mr. Albrecht. “ A large percentage of 
our watch sales must be attributed to our window 
displays. Ideas and the desire to acquire are fostered 
in the minds of individuals who can examine mer- 
chandise at close range without responsibility or the 
sense of obligation. 


“We arrange watches in the center of our main 
window. Our displays are re-arranged twice a week, 
affording a complete change of styles and patterns. 
We find price cards, giving also a description of 
the watch, very helpful in getting people into the 
store.” 
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As Told To 
ALBERT WHIPPLE MORSE 
By 
S. P. ALBRECHT 
Member of the Firm of 
C |. Josephson, Jewelers, Moline, Illinois 


And Buyer and Manager of the Watch Department 


dd 
Normally our watch 
department accounts for the largest percentage of the 
business of our store, outside of diamonds. 

“As the officially appointed watch inspector on 19 
railroads, our firm has a wide field of opportunity in the 
sale of the finer grade watches. Railroad men as a body 
are about the only group which actually appreciates the 
accuracy, fine workmanship and desirability of a fine 
watch, and they do not offer the problem of sales resis- 
tance on quality. The average price paid us by a railroad 
man for a watch is $70. 

“Every employee of a railroad, regardless of the capac- 
ity in which he works, desires a railroad, standard watch. 
This is the ambition of even a section laborer. The same 
feeling prevails when one of these men buys a watch for 
a woman, and it must be the very finest. They will not 
buy a seven jewel watch. They want the best. The 
younger generation employed in railroad mechanical de- 
partments are becoming more and more favorable to strap 
watches. 

“Our watch sales to railroad men are on a deduction 
plan. In consideration of the inspections which we make 
free of charge, we have the privilege of going among the 
men and selling watches, the purchase price is deducted 
from the man’s salary, and the railroad company pays us. 
We have our own salesmen among the rail employees 
constantly, and watches are sold right in the field. Our 
most successful outside salesmen are old railroad men, 
who talk the railroad language. We maintain two time 
service bureaus outside of our own store. 

“Young people do the majority of buying in the num- 
ber of sales. Older people perhaps equal them in the 
amount of money spent, but through fewer sales. 

“A watch salesman must have the ability to convince his 
customer that he is buying something besides the concrete 
object in his hand. He is buying time, the autocratic 
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ME IS WATCH TIME 


dictator of his life, something that is associated with 
every phase of his daily life. It influences a thousand 
decisions, some of them trifling, others of importance. He 
looks at his watch—‘I’ve time for this,’ or ‘I have missed 
that.’ 

“When he buys a watch, he buys an ornament and a 
friend. In most cases customers can stretch a point and 
buy better watches, if the advantages are explained to 
them, especially if the watch is for themselves or for 
some one whose punctuality, or lack of it, affects them- 
selves. Husbands can generally be influenced to buy a 
really good timepiece rather than only an ornamental 
one for their wives. 

“More women buy watches for themselves than they 
did 10 years ago, and for themselves they buy accuracy. 
It is to be admitted they buy style first, but after the 
watch is worn they demand accuracy of it. 

“In handling watches, we always use extreme care 
which the customers cannot help but notice, and which 
helps to convey the thought that in buying a watch they 
are acquiring something precious no matter how expen- 
sive or how cheap it may be. Regardless of price, we are 
always careful to explain in detail how beautifully the 
case is made or patterned, explaining by comparison 
machine work and hand work in its construction. 

“Many times through stressing quality and future 
satisfaction, a bargain hunter can be influenced to buy a 
real watch. 

“The dial and hands we find afford many good talking 
points, and the make and grade of movement must be 
gone into thoroughly. In making a sale, all of these 
points must be properly covered, and all questions brought 
up by the customer must be answered with concise infor- 
mation in order that the customer’s confidence may be 
thoroughly established. When a customer desires to pur- 








In this article Mr. Albrecht offers some excellent 
suggestions which will help to increase 1934 watch 
sales. In this connection he says: 


“It is advisable to discuss technical details with 
a customer, as most people in this mechanical age 
are capable of understandng the general construc- 
tion of a watch. This tends to remove from their 
minds any misunderstanding that they may have 
over the value and purpose of ‘jewels,’ and it warns 
them of the somewhat delicate sturdiness of the 
watch and clears the way for explaining trouble 
they may have later because of mishandling the 
watch. 


‘“‘We contend and believe that the success of a 
well-founded watch business can be attributed to 
the sincere interest shown in servicing a customer’s 
watch. A customer who believes you are working 
with him to achieve a timepiece adjusted to his par- 
ticular needs becomes a real friend and booster.” 








chase a very expensive watch or a diamond paved watch, 
we use a small, well-lighted room at the rear of the store, 
where the customer can be seated and view the display 
with leisurely consideration. 

“Many sales can be made by showing a new model 
watch to a customer who is getting an estimate for the 
repair of his old watch. 

“Four weeks in advance of graduation from high school, 

(Turn to page 70) 





A recent window display of watches at the Josephson store which developed passer-by interest and increased sales. 
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Y, (KIM TO 


PEARLS 


By Warrant of Appointment 
to Their Majesties 
of Japan 


The 
Gem 


of the 
Ocean 





the sweet gir sraduate’ 


Most everyone who wishes to give a gift to a young woman. 
graduate thinks first of Pearls, whose tender loveliness 
seems most appropriate. But many are held back by : 
the fear of extravagant prices. 


MIKIMOTO CULTIVATED PEARLS enable your customers 
to give a beautiful, lustrous Graduation Gift of fine 
quality, without over-taxing theit means. 


Here are Gems formed not by chance, but carefully 
cultivated in MIKIMOTO'S Pearl colony of 41,000 
Japanese sea acres. The Cultivated Pearls that result 
from MIKIMOTO'S exquisite care and rigid selection are 
masterpieces of symmetry and superb lustre. 


MIKIMOTO has made these beautiful strands available 
to every woman. Display them for graduation as: the 
most acceptable gift. 





MOTHER'S DAY 


A gracious gift to Mother! Beautiful MIKIMOTO Cultivated 
Pearls. She will appreciate their distinctive charm and rare 


value. 
MAY 13th 











If you cannot personally visit our New York, Chicago, or Los Angeles office we invite your inquiry by mail. 


Chicago Office: K. M | K | M O qT O) Los Angeles Office: 


55 E. Washington St. New York Office: 551 Fifth Avenue 649 South Olive St. 


HEAD OFFICE: GINZA, TOKYO 
BRANCHES: KOBE, LONDON, PARIS, BOMBAY 








— 
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These designs were included in the exhibit at Mechanics Institute, New York, on April 11 and 12. 


| STUDENT JEWELRY DESIGNS 


Fe exhibition 
of the New York class in jewelry designing at Mechanics 
Institute, 22 West 44th Street, which has been conducted 
during the past year under the direction of Christian A. 
Jakobb, was held on Wednesday and Thursday, April 11 
and 12. The event was held in Room 405 and was 
attended by a number of jewelers who showed much 
interest in the work being done by the class. 

The exhibit created much favorable comment, and Mr. 
Jakobb was congratulated upon the success which he has 
attained during the year. The class enrollment numbered 
50 students of which 30 were regular attendants. 

The designs represented the efforts of two classes, the 
beginning and advanced sections, and the honors went to 
the following students: First prize, Moris D. Kramer; 
second prize, to D. Bogosian; third prize, Henry Pizzi- 
vani, and second and third honors went to Thomas 
Parslow and W. H. Lichte. 

The arrangement of the exhibit this year was particu- 
larly attractive. One of the large designs was a study 
for. a magazine cover which was entitled “The Garden 
of Jewels,” and was the work of Moris D. Kramer. 
Louis Rouollon, director of Mechanics Institute, has 
evidenced much enthusiasm over the work under the 
direction of Mr. Jakobb and was particularly pleased 
with the results obtained this year. 

From a small beginning Mr. Jakobb has worked with 
enthusiasm and diligence to build up the membership of 
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his class from year to year, and the success he has attained 
is indicated by the fact that many of his students have 
secured positions with large jewelry manufacturers. 

The illustrations on this page show work typical of 
the designs executed by students in Mr. Jakobb’s classes. 
The large piece shown in the center was awarded the 
first prize. The second prize was given for an artistic 
design for a bracelet set with emeralds, rubies and sap- 
phires. The design for a brooch awarded third prize is 
shown at the lower right in the illustration. The clip at 
the lower left is the work of J. Maranzani. 


Vie aim of this 


course is to impart a knowledge of the forms of decorative 
art and composition as applied to jewelry and the technical 
trade requirements. 

The classes are conducted on Friday evenings from 
7 to 9.30 p.m., from September to April. Registration 
for the 1934-35 classes is on Friday, Sept. 21 next, and 
Mr. Jakobb is looking ahead to a larger class for the 
coming year as business conditions in the jewelry trade 
are improving and it is expected that more men will be 
employed in the industry who will wish to take advantage 
of the instruction offered. 

Mr. Jakobb, the instructor, has had years of practical 
experience as a jewelry designer and is particularly 
qualified to teach others. 













Established 1866 


La MKehn&@. 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


© Antwerp—48 Rue Simons 
Cutting Works: Amsterdam—=33 Sarphatistraat 
64. West 48th Street London—23 Holborn Viaduct 































Star: c 
Sapphires 


May be chosen in a wide range ot 
fascinating colors—from a pale, ex- 
quisite tone to a deep, rich blue— 
and they are worn smartly in rings 
for ladies and gentlemen, scarf pins, 
clip pins, and cuff links. 




















FEATURE STAR MORE PROFITABLE 
SAPPHIRES FOR A JEWELRY BUSINESS 


We have also available a large stock of 
fine Gems 


Emerald Cut and Marquise Diamonds 
Rubies Emeralds Cat's Eyes 


and shall be pleased to cooperate with you 
for whatever your needs may be. J 


JEROME 
RICHHEIMER 


608 Fifth Avenue 
New York 
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Senate Tariff Bill Exempts From Taxation 
Jewelry Sold for Less Than $25 


WasHINcTon, D. C., April 23.—It looks now as if 
the jewelry industry has a chance for some relief from 
the 10 per cent tax which has been in effect under the 
Revenue Law of 1932 covering the sales of manufac- 
turers, producers and importers. The final text of the 
Senate Bill now provides a clause which exempts from 
this 10 per cent tax all products sold for less than $25. 
The revenue bill of the House did not modify the jewelry 
section in any material particular and the House has 
yet to concur or reject the amendment by the Senate. 

The $25 exemption is essentially the work of Senator 
Barkley of Kentucky, who was approached for aid first 
by the watch people after a number of suggestions to 
amend the bill had been made by various branches of 
the industry. His amendment came up on April 10 and 
was finally adopted in the bill as passed by the Senate. 
The Senate paragraph provides, as to Section 608, Tax 
on Jewelry, etc.: 


“The tax imposed by section 605 of the 
Revenue Act of 1932 shall not apply to 
articles sold by the manufacturer, producer, 
or importer, after the date of the enactment 


of this Act, for less than $25.” 


According to a statement made by Senator Barkley, 
this amendment was a result of efforts made by several 
other Senators. One was by Senator Walsh of Massa- 
chusetts, who had intended to offer and have printed 
an amendment exempting watches and watch parts; an- 
other by Senator Copeland of New York, who was in- 
terested in the abolition or reduction of the tax on 
binoculars and marine glasses; a third from Senators 
LaFollette and Duffy of Wisconsin, who were inter- 
ested in having the Senate take out fountain pens and 
certain other kinds of jewelry from the tax paragraph, 
while Senator Shipstead of Minnesota wanted a change 
on the other jewelry that should not bear the 10 per cent 
burden. 

In the old bill, said Senator Barkley, the jewelry sec- 
tion provided for an exemption of tax on any article 
sold for $3 or less, but his amendment now meets many 
of the objections of the different Senators by raising the 
limitation of the articles excluded from taxation to those 
which are sold for less than $25. Incidentally the clock 
people had introduced an amendment to take clocks out 
of the purview of the jewelry paragraph on the ground 
that they were not jewelry. 

Mr. Barkley’s amendment was adopted without debate 
and will now go to the House, where a large number 
of representatives have been appealed to by different 
branches of the jewelry trade for relief. It is pointed 
out that if this exemption up to $25 is accepted, as it 
applies to the selling price of the manufacturer, importer 
or producer, it will actually relieve in taxation a large 
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number of the jewelry, gems, clocks, watches and similar 
articles which are sold to the consumer from $35 to $50, 
and, therefore, take away all taxes from a large number 
of lines now sold by jewelers. In fact, just now it would 
practically exempt taxation from fountain pens and the 
greater number of the watches now being sold, smaller 
diamonds and other gems used in rings and jewelry, and 
a very large part of the silverware and almost all plated 
ware which can be taxed according to the value of the 
individual pieces that compose a set. . 

Credit for the amendment will go to many souries 
in addition to the Senators who originated the first 
amendments that were combined in Senator Barkley’s 
clause. Among these were the American watch people, 
the importers of watches who were represented at Wash- 
ington by Ira Guilden of the Bulova Watch Co., who 
represented the American Watch Assemblers’ Associa- 
tion; the manufacturing jewelers of New England, whose 
interest is watched by Congressman J. W. Martin of 
Attleboro, and a tumber of others in the manufacturing 
and retail trade. 

At the present date, it is impossible to say exactly 
when the conference between the committees of the Sen- 
ate and the House will report, but when this is done 
the discrepancy between the two bills will be ironed out, 
the conference bringing harmony between the limits com- 
bined in the. two bills and cannot originate any new 
changes. Then the conference committee bill will be 
presented to both chambers for their approval. 


Conference Committee Agrees to Jewelry Clause 


WasHINcTON, I). C., April 26.—The conferees of the 
House and Senate agreed yesterday on the provisions of 
the new revenue law which will add about $417,000,000 
to the government’s income. 

In connection with the present excise taxes the confer- 
ence agreed to the amendments of the Senate on the clause 
exempting tax on sales of less than $25. 

The conference report will be submitted to the House 
as soon as it has been drafted. It is expected that the bill 
will be sent to President Roosevelt for his signature before 
the first week of May. 


New York Gem Dealer Loses $40,000 Gems in 
Chicago Holdup 


Cuicaco.—Sol J. Freudenheim, of J. Freudenheim & Sons, 
48 W. 48th St., New York, was robbed. of a brief case contain- 
ing $40,000 in loose diamonds on Saturday morning, April 21. 

Mr. Freudenheim was walking north along Wabash Avenue. 
After crossing Randolph St., he was tripped by a man who 
came up behind him. The jeweler fell to the pavement and 
his assailant wrenched the brief case from his grasp and leaped 
into an awaiting automobile. 

The robbery was witnessed by several bystanders, who told 
the police what they thought to be the license number of the 
car. ' 7g . 

The loss was fully covered by insurance. 
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Display the new 


ady ers 


SILVERPLATE 
BY 


GORHAM 


It’s a winner! [ts success is assured! It has 
met with instant, hearty acceptance by jewel- 


ers and their customers from the very first. 


This smart, modern pattern is outstanding 
in design. Its graceful, sweeping lines but 
slightly adorned, strike a note of simplicity 
in harmony with the trend of today. 


Its substantial plating of solid silver — its 
inlay of sterling’ silver. on most used pieces 
at point of greatest wear—emphasize Gorham 
duality . . . the finest that is made. 


Display Lady Caroline, and attract your 
customers to the newest in silverplate. It makes 
an effective showing in the new compact chests 


and presentation cases which hold complete sets. 


Use this new pattern as a leader — to roll 


up bigger volume. 


Corham 


Lhe GORHAM Con 
Provicdaree Khare Lalanct - SINCE 1833 


Passi ‘LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN 
STERLING SILVER, BRONZE & GOLD. 











SILVERPLATE 





SPECIAL COMMISSIONS SOLICITED, 


10 S. Wabash Ave., Chicago 140 Geary St., San Franeiseo 
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‘he showing of silver 


and pearls together in a window display is an association 
which ordinarily would not be particularly appropriate, 
but in the window illustrated above these two unrelated 
lines are linked through the idea of the Sea, found in 
the shell and fish motif of the silver design and in the 
origin of pearls. This display, designed by Mrs. Polly 
Pettit for Black, Starr & Frost-Gorham, Inc., New York, 
was titled “Undersea Fantasy,”. also-the name of the 
painting which was used as a background. 

On the right there is a grouping of shell dishes of 
various sizes; these dishes are useful for the serving of 
sandwiches and cake, while the smaller ones are excellent 
for candy and nuts. In the foreground, repeating the 
idea of shells, are several oyster shells, a large one with 
some loose pearls lying in its basin, and others of smaller 
size farther front, near which pearl necklaces are ar- 
ranged. Chiffon, in pastel shades of coral pink, yellow, 
blue and green, is used as a floor drape. These colors 
repeat the tones of the painting and are found again in 
the flower arrangement at left. The painting shows 
an undersea scene with tropical fish swimming among 
fanciful seaweed. The idea of fish finds expression in 
silverware in the dolphins which twine about the candle- 
sticks and vase. In the center is a shell dish supported 
by a dolphin. 

. The window illustrates the used of curved lines of 
merchandise in a display composition. On the right, the 
eye is led down from the side of the painting to the 
three objects on elevations; this line is picked up by the 
shell dishes at extreme left and again by the pearl string 
in front of them. Similar lines of merchandise carry 
across the center of the arrangement from the flower 
vase. The chiffon lends a softness to the window while 
the flowers heighten the effect of color. 
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“Undersea Fantasy”—a silver and pearl display in the window of Black, Starr & Frost-Gorham, Inc., New York. ? 


otit Provides A Window | heme 











This window illustrates how a pattern motif may be 
taken for the interest-getting idea of a display and 
dramatized in a manner that stirs the curiosity of 
the passerby. An unusual painting, the artist's 
fantastic conception of under-sea life, at once at- 
tracts attention, and the eye and mind logically 
follow the sequence of ideas ending in the desir- 
ability of silver of cunning design and rare pearls 
of deep-sea origin. 








The design motif of a silver pattern may often be 
employed as a window theme. In the case of a grape 
design, as in a punch bowl, a painting or colored print 
of Bacchus, Greek god of wine, will provide an excel- 
lent background picture. In such a display fruit bowls 
may be shown to advantage, with wax or real fruit. 
There is also opportunity to display the various beverage 
goblets. Patterns which characterize a period in history 
and style maybe associated with objects recalling that 
period. A picture of the palace of Versailles or of a 
court scene would be effective color for a display of a 
silver service, the pattern of which is reminiscent of the 
days of the Louis of France. The modern patterns 
would look well against illustrations suggestive of the 
machine age, or a photograph showing a new skyscraper. 

The art of display is in seeking out the characteristics 
of the product shown and dramatizing them in a way 
that will at once attract attention, stimulate interest, 
and finally, create a desire to possess. 














AGAIN IN DEMAND 
FLEXIBLE BRACELETS and NECKLACES 


They are best made from 


AMERICAN PLATINUM 


One-Piece Boxes 














An indication of returning prosperity is the recent increase of demand for this Series O. 
long popular series of findings— Low 
Their long continued popularity and the satisfactory dependable results they © isenlenaiainaaaie © 
have given for so many years is easily explained—they are thoroughly practical. o —— z 


THESE. ARE SOME OF THEIR FEATURES — From this size 


One-piece construction—combining strength with neatness. 
Variety in size—for practically every bracelet or necklace size stone. To this one 
Different weights and heights—as stones and costs may indicate. 

2 2 ; HIGH 
Economical—of time, material and labor. 
Precise—more accurate and clean cut than hand-made. 


Individual—they lend themselves to a wide variety of designs. | O gg O | 0] 


Joining—use your favorite styles or two we supply. 


MADE IN PLATINUM, PALLADIUM OR GOLD Ts & = 


As many others do—first see if your next bracelet or necklace can be made 
with American Platinum one-piece bracelet boxes—it will pay to investigate. | and nine sizes in between plus five dif- 


Ask for Catalog No. 10 ferent sizes of oblong boxes and you 
have the range of sizes available in our 


PLAIN GROOVED 





























boxes. 


THE AMERICAN PLATINUM WORKS | po s.ck ons sow tight, meiom on 


N. J. R. R. Ave. at Oliver St., Newark, N. J. heavy weights. 


A MARTINI MIXER 


FAST SELLING NOVELTY IN 1 
STERLING SILVER PIERCED MONOGRAM 


GEAR SHIFT KNOB 


Display these at- 
tractive gear shift 
knobs and make 
every car owner a 
customer. Made of 
Catalin, in six popu- 
lar colors, with 
sterling silver 
plates, available 
plain for engraving, 
or with pierced ini- 
tials, two or three 
letters. 


























Order a trial set . . . six assorted: knobs in an 
effective display case. Obtainable for every 
make of car. Stipulate make and year of car. 
Prompt delivery of orders. 


NO. 6719A. CAPACITY 2 PINTS 


Simons Bros. Company/ | CURRIER & ROBY 


269 S. 9th ST. PHILADELPHIA SILVERSMITHS 
; 217 E. 38TH ST. NEW YORK 
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How the Code on Fine Jewelry is Enforced 


Interesting Facts in the First Bulletin of the Code Authority 
of the Precious Jewelry Producing Industry 


RE the codes in effect worth anything to the jewelry 

trade? Do they or can they stop abuses? Are they 
being enforced by the Code Authorities? If so, how? 
How are the Code Authorities bringing legal pressure 
against the violators? Are there any prosecutions now 
going on or have they been started? Are the violators 
against trade ethics stopping without being prosecuted? 
Why don’t we hear of the work of the Code Authorities 
or are they of help? 

These and a score more of similar questions that are be- 
ginning to pass around the jewelry industry are in large 
part due to the ignorance of those who ask them and in 
many instances to their negligence in finding out the facts 
of what is going on in the work of their local authority 
now working hard to enforce the codes. 

An idea of the work already done by the Code Author- 
ity in the Precious Jewelry Producing Industry in its in- 
terpretation and application of the code is clearly outlined 
in the Authority’s Bulletin No. 1 which has just been 
made public by Meyer D. Rothschild, the chairman. It 
summarizes in general terms the character of work that is 
already being done and shows how strenuously and effec- 
tively the code has already been enforced without any 
appeals by the Authority to the Administrator for punitive 
action against the offender. 

In his bulletin, the Authority says: 


Code Authority for the Precious Jewelry Producing 
Industry—Bulletin No. 1 


Consignments 


The Code Authority for the Precious Jewelry Producing In- 
dustry has ruled on a number of cases coming under the 
following sections of Article VIII. 

Section 3—The giving, delivering, loaning, consigning, or 
otherwise placing of any merchandise in the control or 
custody of any person, either directly or indirectly, for the 
purpose of conducting a sale (whether or not advertised) 
or for the purpose of placing the same in any retailer’s 
stock. 

Section 34—The foregoing paragraph shall not prohibit: 
(1) the consignment of any single item, exceeding in value 
two thousand dollars ($2,000) to any retailer not conduct- 
ing a price reduction sale; or (2) the delivery, upon 
memorandum, of merchandise for purpose of selection for 
a period not exceeding fifteen (15) days from date of the 
receipt of the merchandise, or upon specific call. 


Auction Sales have been construed to be price reduction 
sales. Therefore, it is not permissible under the code to give 
any item on consignment even if it exceeds in value two thou- 
sand dollars ($2,000) to an auctioneer or for the purpose of 
being offered for sale at auction. The provision in 3A (2) 
_ (Providing “the delivery on memorandum of merchandise for 
purpose of selection for a period not exceeding fifteen (15) 
days from the date of the receipt of the merchandise, or upon 
specific call”) does not permit the retailer who receives such 
goods “for purpose of selection” or “upon a specific call” to 
display any such merchandise in his stock and the dealer 
should so notify the retailer. 

Some of the cases ruled ruled upon by the Code Authority 
for the Precious Jewelry Producing Industry are as follows: 

A. A dealer in precious jewelry had a written contract 
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with an auctioneer for which the dealer paid a money 
consideration to furnish the auctioneer with merchandise 
from time to time for a long period. This contract was 
in writing and was entered into before the code was in 
effect. 

After several hearings at which the dealer, or the dealer 
and his attorney appeared before the Code Authority, a ruling 
was made that the dealer was violating the code and he was 
required to immediately withdraw all the goods which he 
had on consignment with the auctioneer and with any other 
retail distributor and to abstain from any further consignments. 

The dealer complied promptly with our order but availed 
himself of his right to appeal from our ruling to the Code 
Administrator at Washington. 

The Administrator ruled as follows: 


“The matter has been carefully reviewed in our Legal Division 
and in this office. We concur in the findings of the Code 
Authority.” 


B. Another dealer who also had a similar written con- 
tract with the same auctioneer was ordered to withdraw 
his goods and although he complied and did not appeal, 
he and several other dealers, who claimed that their prin- 
cipal business consisted in consigning precious jewelry to 
retailers petitioned the Code Administrator at Washington 
for the entire elimination of sections 3 and 3A of Article 
VIII of our code. 

The Code Administrator under date of April 10th replied 
as follows: 


“We concur in the findings of the Code Authority that this pro- 
vision is in the best interest of the industry as a whole. Its 
continued operation will be carefully observed and if it is later 
demonstrated that an amendment is desired by any substantial 
part of the industry, such amendment will have further careful 
consideration.” 

C. An important dealer in diamonds, precious stones and 
platinum jewelry had a substantial stock of precious jewelry 
on consignment in one of the larger department stores in 
the City of New York. 

After the receipt of a complaint and a hearing this dealer 
immediately recalled all his merchandise from that store 
as well as all other merchandise he had outstanding on 
consignment. 

D. A foreign specialty house had done much of its 
business in the past through consignments to retail jewelers 
and department stores throughout the country. On com- 
plaint, the manager of this concern appeared before the 
Code Committee and stated that, notwithstanding the fact 
that such a step would, temporarily at least, seriously affect 
his business he would comply with the ruling to promptly 
recall all ‘consignments and agree not to give any more 
merchandise on consignment. 

E. The executor of an estate of a deceased manufacturer 
of precious jewelry was asked to’ withdraw all the precious 
jewelry the estate had on consignment and, after corre- 
spondence with the attorneys for the estate, the goods were 
promptly withdrawn from. consignment. 

F. Recently the National Retail Trade Council in New 
New York City received a long telegram from the Retail 
Jewelry Code Authority in a Southern city to the effect 
that a prominent retail jeweler of that city was advertising 
a liquidating reduction sale of a quarter-million-dollar 
stock belonging to a New York Corporation at “reduction 
up to % off regular prices.” The local advertisement stated 
that an officer of the New York corporation would be 
present at the sale to explain the various gems and their 
origin. The matter was pressing and as soon as your 

(Turn to page 101) 











Attractively 
Designed 


Standard 
Weights 


Excellence of 
Workmanship 


Priced to Sell 


Price lists on request. 
* 
SAART BROS. CO. 


Silversmiths 
ATTLEBORO, MASS. 
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STERLING 
VALUES 
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\ASILBERMANN, KOHN & WALLENSTEIN, INC.) 


| WT 


FOUNDED 1887 








Extend a cordial invitation to 
visit their new quarters at 


216 EAST 45th STREET 
NEW YORK CITY 


Our modernly equipped daylight fac- 
tory and offices, occupying the entire 
Fourteenth Floor, will enable us to 
maintain our high standard of Quality 
and Service. 


Creators of FIDELITY Diamond Rings 


TELEPHONE: VANDERBILT 3-1666-1667 











ATTENTION! 


These BARGAINS will be ready 
about May 12th 


COMMUNITY PLATE SETS 


(Any Active Pattern) 














A WITH 
$10.00 F 26 PCE. SETS 
—— HOLLOW HANDLE $18.15 
ra 
-. R MODEL HANDLE $15.40 
A E WITH 
$15.00 34 PCE. SETS 
Meat HOLLOW HANDLE$23.79 
Platter E 
and a Chest MODEL HANDLE $20.13 


— ALSO — 
Save Over 25% on a 
26 Pce. Set of Fancy Pieces 
in a Free Packette—$11.61 


2% discount off the above prices 


SEND YOUR ORDER NOW 


J. W. JOHNSON 


14 Maiden Lane 1 W. 47th St. 
NEW YORK, N. Y. 
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“Harold A. Brand” 


OF ATLANTIC CITY 


Announces that the balance 


of stock in his Galleries--- 


116 North Palm Beach Avenue 


“OPPOSITE THE PATIO” 


WILL BE SOLD AT 


PUBLIC AUCTION 


STARTING 


TUESDAY, MARCH 6 


2:00 P. M. 


Diamonds 
Pearls 


Oriental Rugs 
Linens ana Laces 


WIDEST QUALITY RANGE, FROM SIMPLE UTILITARIAN TO 
LOVELIEST MUSEUM PIECES 


Antique English Sheffield 
& Sterling Silver 

















Entire Collection On Exhibition 


Monday, March 5 
10 A. M. to 10 P. M. 


All Sales Personally Conducted by 


“Harold A. Brand” 


Auctioneer 
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Auctioneer Conforms 
toRetail Jewelers Code 


a events in 
Palm Beach, Fla., have demonstrated conclusively the 
value of the retail jewelry code in maintaining a high 
standard of fair trade practices, as well as awakening a 
fine spirit of cooperation among the members of the trade. 

The first evidence in the case in point is found in the 
series of advertisements inserted in the Palm Beach news- 
papers by Harold A. Brand, jewelry auctioneer. These 
advertisements, one of which appears on this page, an- 
nounced: “A Public Auction, Starting Tuesday, March 6, 
at which various articles of Jewelry Silverware, as well 
as Rugs, Linens and Laces, are to be sold.” Mr. Brand’s 
announcements brought home to the retail jewelers of 
Palm Beach the necessity of having a local retail jewelry 
code authority because, obviously, Section N of Paragraph 
1 of Article VIII, dealing with trade practices, could not 
be conformed with by Mr. Brand unless there was avail- 
able a local retail jewelry trade committee. 

This section provides that: “It shall be a violation of 
the code to hold an auction, except for the purpose of 
legitimate liquidation, or in case of dire need, and that in 
either of these cases an application must be made to, and 
approved by, the local authority.” It also requires that 
an inventory of the jewelry to be auctioned be filed with 
the authority at least 15 days before the auction. 

Realizing the necessity for action the retail jewelers of 

(Turn to page 68) 





NOTICE! 


DUE TO CODE REGULATIONS AM OBLIGED TO 
DISCONTINUE SELLING THE BALANCE 
OF MY STOCK. 


Advertisement 
used to 


AT 
ym og Public Auction 


HOWEVER 


WILL OFFER AT 


PRIVATE SALE 


ANY ITEM CONTAINED IN MY GALLERIE 
AT BETTER THAN 


AUCTION PRICES 


Notice of DIAMONDS ORIENTAL RUGS 
discontinuance LINENS AND LACES 


of — SILVERWARE OBJECTS OF ART 
sale. 


‘ Harold A. Brand 


116 North Palm Beach Avenue 
OPPOSITE “THE PATIO” 
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Jewelry Accounting Under the NRA 
(From page 53) 
industry—necessitating, of course, that each member of 
an industry keep his accounts in such a manner that his 
cost elements can be ascertained and applied in the same 
way that they are ascertained and applied by all other 
members of the same industry. 

The provisions in the codes requiring reports and 
statistical information, coupled with the fact that the 
burden of proof rests upon the individual members of an 
inquiry to show that they are not violating the code, 
demand complete records, while the provision against 
selling below cost demands complete and accurate records. 

This provision against selling below cost is probably 
one of the most important provisions in the codes, and 
at the same time it seems to be the most difficult one to 
interpret and enforce. Can anyone define “cost” for any 
division of the jewelry industry? Perhaps you can, but 
so can I, and it’s ten to one that we will not agree in 
all the details. Therefore, we must first of all have an 
official definition of “‘cost,” to be used as a yardstick in 
the enforcement, of this provision. NRA officials have 
been working on this problem for many months and have 
submitted to code authorities several plans and definitions 
for study. It is, of course, highly improbable that a 
single definite rule can be prepared and used effectively 
by all industries; nevertheless, it does seem possible and 
necessary to develop a formula for determining costs, the 
basic principles of which can be followed by every 
industry. When this is accomplished, then each industry, 
or division thereof, must adapt the formula to meet its 





own requirements and thereafter each member must keep 
accounting records at least sufficient to accurately portray 
the various cost elements as required by the formula. 

During the period when codes were being formulated 
NRA was absolutely opposed to any attempt to insert i 
codes “lowest reasonable cost’ (except in those codes 
covering natural resources) relying upon the provision 
requiring a uniform cost accounting system to do away 
with price cutting, but it takes some time to develop and 
install a uniform cost accounting system, particularly in an 
industry where nothing of that nature has previously 
been attempted. In the meantime, more or less confusion 
must exist. Apparently to bridge over this period of 
uncertainty, Code Authorities now have the power to 
declare an “emergency” and cause an investigation to be 
made to determine “lowest reasonable cost.” This cost, 
after due hearing, and with the approval of the Adminis- 
trator, becomes a part of the code during the period of 
the “emergency” and is the standard below which no 
one shall sell. 

In the jewelry industry, there are many concerns with 
inadequate cost finding systems—some have none at all. 
There is too much guessing at costs, although it must be 
admitted that some shrewd, practical men in the industry 
have been more or less successful by following that 
method. However, “guessing at costs” is dangerous at all 
times and under these new conditions cannot be tolerated. 

Now, just what are your obligations—to yourself for 
your success in business, and to your Government for 
the proper carrying out of the codes under the National 

(Turn to page 68) 
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NEWCASTLE PATTERN 
SILVERPLATE of QUALITY is always in demand, especially the Old English reproductions. Our Newcastle 
pattern features the Gadroon Border, which came into fashion in England at the end of the Seventeenth 
Century. This pattern has beauty, simplicity and quality at a moderate price. Write Now for Prices. 
_———— oS 
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Diamond Exhibit of Century of Progress Exposi- 
tion Completely Remodeled for This Year 


Completely remodeled for the better accommodation 
of the public, the diamond mine and its accompanying 
exhibit of beautiful gems will again be a feature of the 
1934 Century of Progress Exposition. ‘The Chicago 
Jewelers’ Association and allied international diamond 
interests are again sponsoring the exhibit, to which a 
number of new features will be added. 

Construction problems and unforeseen difficulties in 
assembling the two million-dollar collection of diamonds, 





Directors of Diamond Exhibt Corporation consult with contractors 
on changes. Left to right, Freeman Mann, construction foreman; 
G. V. Dickinson, Fred Gottlieb, Albert L. Ellbogen and Paul Juergens. 


both finished and mounted and also in the rough, kept it 
from opening last year until nearly a month after the 
exposition itself was open to the public. Nevertheless, 
more than a million persons saw the exhibit. 

Workmen have already begun the task of rebuilding 
the exhibit, and the contractors will turn it over to the 
sponsors a week before the exposition opens this year, on 
May 26. 

Occupying a little more than 7000 square feet of space 
on three floor levels, in approximately the center of the 
General Exhibits Building, the diamond exhibit is the 
most costly display, for its size, in the whole exposition. 

Nearly all the diamonds shown last year, including the 
famous Tiffany diamond, of 128.5 carats, and the 42- 
carat perfect blue-white stone formerly in the collection 
of Emperor Maximilian of Mexico, and now owned by 
Ferdinand Hotz of Chicago, will be back for this year’s 
display. 

Negotiations are under way for others, and if they are 
successful the display will be valued at nearer $5,000,000 
than the $2,000,000 estimate placed on the 1933 exhibit. 

The same elaborate precautions to safeguard the pre- 
cious gems will be repeated this year. The diamonds will 
be.protected by a heavy glass case and rest in two disap- 
pearing, electrically-controlled safes. The slightest un- 
usual pressure on the glass will set off an alarm, close 
the safes and release tear gas within the case. Armed 
guards will mingle with the crowds, and from a peep 
hole high in the wall two of America’s most expert rifle- 
men will be constantly on the alert, with machine guns 
poised for immediate action. 
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Passing from the gem display, visitors will traverse 
the “Streets of Amsterdam.” Amsterdam is still, after 
400 years, one of the two leading centers of the world’s 
diamond-cutting industry, Antwerp being the other. All 
the operations that transform the rough stone into the bril- 
liant solitaire will be shown in shops and booths which are 
exact reproductions of the workshops in far-away Holland. 





Wheeler Collection of Watches on Display 


The late Willard Wheeler, member of the firm of watch 
distributors, Hayden W. Wheeler & Co., besides his ex- 
tensive business interests, found time during his life to 
assemble what has been described as the finest privately 
owned collection of watches in this country. 

This collection, which is now the property of his sister, 
Mrs. Jean Marsh Jellico, began a tenure of exhibition in 
the Georgian Room of Black, Starr & Frost-Gorham, Inc., 
New York jewelers, on Wednesday afternoon, April 
18, to continue until May 18. The collection includes 
100 watches representing nearly every prominent type 
made between 1500 and the first years of the 20th 
Century. 

The opening of the exhibition was celebrated by a tea 





Mrs. Jean Marsh Jellico, owner of the Wheeler Watch Collection, 
reviewing the exhibit. 


at Black, Starr & Frost-Gorham, where Mrs. Jellico de- 
scribed some of these marvels of horology of which she is 
the proud possessor. More than one hundred persons 
were present to hear Mrs. Jellico’s remarks. 

Paul Chamberlain, regarded as one of America’s lead- 
ing connoisseurs of old watches, was introduced by Mrs. 
Jellico, and this gentleman, who was a life-long acquaint- 
ance of Mr. Wheeler, related numerous interesting anec- 
dotes about the collector in his search for the most beauti- 
fully designed watches of each period. 

The earliest watch in the Wheeler collection is of the 
type made early in 1500. The works are all of iron with 
case and dial of pierced and gilded bronze. It was made 
in Nuremberg. 

This remarkable collection of watches may be viewed 
on the second floor of Black, Starr & Frost-Gorham, from 
9 to 5 daily, with the exception of Saturdays and Sundays. 






































Jewelry Accounting Under the NRA 
(From page 66) 


Industrial Recovery Act—insofar as accounting methods 
are concerned ? 

First: Your records must be kept in a manner which 
will enable you to compile accurate and com- 
plete statistical information as required by 
your Code Authority. 

Second: You must not only know your costs but be 
in a position to prove that they are compiled 
in a logical manner from accurate cost data. 


The facts that you must have, not only for the purpose 
of complying with your code, but for your own success, 
must come from an adequate accounting system, properly 
set up and properly carried out. Those of you who have 
such a system in operation should have no fear of violating 
any provision of the code—because you can prove your 
case with facts. On the other hand, if your records are 
inadequate, it’s quite certain that you’re in for trouble 
sooner or later. 





Retail Jewelers’ Code Stops Auction 
(From page 65) 


Palm Beach held a meeting and organized a local code 
authority and communicated with William D. McNeil, 
chairman of the National Retail Jewelry Code Authority, 
who was in Washington at that time. Approval of the 
committee was obtained and a request was served upon Mr. 
Brand to conform with the regulations of the code. Several 
conferences were held with Mr. Brand, after which he 





expressed his entire willingness to cooperate with the 
NRA Administration, and to conform with the fair trade 
practices of the retail jewelry code. He thereupon ip. 
serted in the Palm Beach newspapers an announcement 
which stated that: “Due to code regulations, I am obliged 
to discontinue selling the balance of my stock at public 
auction,” and went on to say that the sale would be cop. 
tinued privately. 

The quick action obtained in the retail jewelry code js 
the outstanding feature of this event. The auction sale 
had been announced as beginning on March 6. It was 
on the morning of March 9, in spite of the fact that Mr. 
Brand had spent much money in publicizing his auction 
sale, that retail jewelers observed that the signs advertis- 
ing the auction which were hanging in front of his estab- 
lishment were taken down, and the seats which had been 
arranged for the audience were removed. 

It should be added that the retail jewelry code author- 
ity enjoyed the close cooperation of the authority of the 
manufacturing trade, and that some of the merchandise 
(articles valued at more than $2,000 each, as prescribed 
by the precious jewelry code), which Mr. Brand had re- 
ceived on consignment from firms coming under the juris- 
diction of the manufacturers’ code, was removed from Mr. 
Brand’s establishment following correspondence with the 
code authority of the manufacturing industry. It was 
pointed out that to give consignments of merchandise for 
a reduction sale, irrespective of the value of such mer- 
chandise, is a violation of the precious jewelry manufac- 
turers’ code. The precious jewelry code authority has 
ruled that an auction is a “reduction sale.” 
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What! No Horses ? Every Jeweler ought 
to keep a stable of Thoroughbreds 


THE BRADLEY & HUBBARD MFG. COMPANY 
“Gifts of Distinction in Metalware” 


New York Display Rooms, 200 Fifth Avenue (Suite 255-263) 
General Offices and Plant, Meriden, Conn. 


ORSE LOVERS are generous 
spenders—-who find pleasure in 
surrounding themselves with reminders 
of their equine friends. We have always 
made it a point to have some carefully 
modelled horses in our Ornamental 
Figures for just such folks. For ex- 
ample—this saddle horse stands ten 
inches high; mounted on base 5%4” x 
121%4”; finished in Medici Bronze. 
Many other examples suitable for desk, 
table or mantel. The racing and riding 
season is on. Be ready with trophies 
and prizes. Send for our New catalog 
“Distinctive Metalware.” 
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NEW NRA EMBLEM 
FOR THOSE UNDER 
APPROVED CODES 


“We Do Our Part” replaced by single word 





“Code”’ 


Wasuincton, D. C., April 2i—Beginning May 1, 
the NRA’s signal of adherence—the Blue Eagle, shows a 
change and takes a new significance. From now on with 
new text accompanying the eagle it is individualized to 
distinguish only those employers who operate under ap- 
proved codes. Those who do not operate under codes 
cannot use it at all. 

Thereafter the eagle, its familiar legend ““We Do Our 
Part” replaced by the single word “code” will identify the 
employer who did his part and who now, under an ap- 
proved code, is cooperating with others in his trade or in- 
dustry, “to complete the work of recovery.”’ Beneath the 
word “code” will appear the name of the trade or in- 
dustry to which the employer belongs and his individual 
registration number. 

“Its display by you,” declares National Recovery Ad- 
ministrator Hugh S. Johnson in a letter being mailed to 
every employer in the country, “will inform the public 
that you are cooperating with the vast majority in stamp- 
ing out unfair practices and methods of competition, and 
in giving your employees a square deal by paying code 
wages.” 

“Last year,”” the Administrator’s letter continued, “you 








CODE 


RETAIL TRADE 
REGISTRATION NO. 1934 
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were asked to display the blue eagle as evidence of your 
promise to do your part and as a symbol of your faith in 
the ability of American trade and industry to defeat 
depression by united effort. This year you are asked to dis- 
play this distinctive blue eagle as a symbol that you, to- 
gether with other members of your particular trade or 
industry, have united to complete the work of recovery.” 

For that relatively small percentage of employers not 
yet under codes an executive order, also announced today, 
will permit their continued use of the standard eagle as a 
sign of acceptance of the President’s offer to extend his 
reemployment agreement with them until their codes have 
been approved. 

Display of the eagle will certify to the employer’s strict 
compliance with his code and under regulations issued by 
the Administrator “any person may be publicly deprived 
of the right to display any blue eagle if he violates any 
provisions or the spirit and intent of any code, Presidential 
agreement, or regulation, duly prescribed or approved.” 

The instructions for employers applying for the eagle 
emphasize that “it will not be issued to anyone who is 
violating a code or agreement” and that “the right to con- 
tinue to display it depends on continued compliance.” 


Local Retail Jewelry Trade Committees 


N the April issue of THE JEweL- 

ERS’ CIRCULAR appeared a list of 
names of chairmen of local retail 
jewelry trade committees which had 
been approved by the NRA officials 
at Washington, D. C. The list was 
complete up to that time, but since 


side, Calif. 


Old Baldy District: F. E. Stinson, W. 
2nd St., Pomona, Calif. 

Orange Empire: Frank Fisher, River- 
Santa Barbara: Malcolm Frederick, 
c/o Lauderdale’s, Santa Barbara. 


San Fernando Valley: A. O. Brown, 


INDIANA 

Fort Wayne: Robert Keerber, 818 Cal- 
houn St. 
IOWA 


Waterloo (Black Hawk County): Leon 
Campbell, c/o Fessler’s, 929 E. 4th St. 





then the officer of the National Retail pt ee — tape J. Glick & KANSAS 
, 7 + att 2 tocrton: t Slick, a c 
ponety Trade Council in New York =, "s2tion’ Artur ues toe Topeka: Mrs. C. A. Wolf, 725 Kansas 
given out the following additional : ; Ave. 
names: Ventura: A. E. Liddle, Oxnard. KENTUCKY 
CALIFORNIA FLORIDA Louisville: C. F. Geiger, c/o Geiger 


Fresno: Frank G. Palumbo, 1107 Ful- 
ton St. 
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& Ament, 447 S. 4th Ave. 
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ELF with Silk Cord Bracelet 


The ladies demanded it 








so here tt 1s! 


AND THE PRICE 
IS ONLY 


$595 


our 


A NEW, SMALL 
SPORT MODEL 
WRIST WATCH 
FOR LADIES 


JEWELED 
MOVEMENT 


WADSWORTH 
CASE 


Pacific Coast Prices 
Slightly Higher 


EVER since we brought out 

the "Jeweled Jerome," a 
man's wrist watch, there has 
been an insistent demand for a 
small size ladies' watch of 
equal beauty and comparable 
value. So here it is: a beauti- 
ful American-made watch with 
jeweled movement; genuine Wadsworth, streamline, 
chromium-plated case; etched numerals and silvered 


dial; and a price of $5.95! 


“ELF” With 
Link Band 


For sport, office or classroom wear—wherever conditions 
call for a rugged watch of graceful appearance and 
good timekeeping qualities—ELF is something to be 
proud of! Spring is the ideal time to introduce it. A 
prompt stock order will be all in your favor. 








Watch Division 
THE NEW HAVEN CLOCK CO. 


NEW HAVEN 
CONN. 
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Graduation Time Is Watch Time 
(From page 55) 
we write a personal letter of congratulation to the parents 
of the boy or girl. For 15 years we have done this, 
suggesting graduation as the significant time for present. 
ing their son or daughter with a timepiece of quality, 
We have found that this method of contacting the young 
people has resulted in the sale of many watches, and jp 





Interior view of the C. I. Jacobson store at Moline, Ill. 


establishing in their minds our store as their jewelry 
store. 

“Watches bought as gifts are generally sold subject 
to the tastes of the receiver, as preference in metals 
differs. 

“Twenty-five years ago, a young man was customarily 
presented with a watch by his parents on his twenty-first 
birthday, but today the possession of a watch is taken 
simply as a matter of course. Years ago a young man 
always looked forward to having his first watch. Fre- 
quently today a youngster is given a watch as he enters 
high school. 

“Fast turnover is to be desired, as it keeps stock fresh, 
but steady price maintenance keeps the watch in its own 
dignified place. 

“We prefer to sell on a cash basis, but we will arrange 
to carry a customer on open account for 30 or 60 days 
without a carrying charge, on his making a substantial 
down payment. Many standard makes of known quality 
are carried in our stock. This principle we have always 
followed and believe it has added materially to the 
prestige of our store. 

“When serving a customer who is interested in the 
purchase of a standard, advertised watch, where we have 
no price advantage in our favor, we lay great stress on 
the interest we take in the performance of the watch after 
it is carried, insisting on its close timing, and asking for 
frequent comparisons with our time. The inclusion with 
the sale of a beautifully engraved monogram or inscrip- 
tion is usually very helpful in closing a sale. 

“A stock is adequate when it is large enough and varied 
enough to supply more than the needs of the immediate 
locality. In our particular case we must carry or have 
immediate access to the watch for the aviator; we must 
carry a most complete line of watches coming under rail- 
way time service rules; various grades of stop watches for 
the manufacturer and the athletic association; very fine 
watches for presentation purposes and many others. 
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OLLOWING are the modifications of the retail 
jewelers code proposed by the National Retail Jewelry 
Trade Council, which will be considered at a public hear- 
ing on May 5, at 10 a m., in Washington: , 
MopIFICATIONS TO THE CODE OF FAIR COMPETITION 
FOR THE RETAIL JEWELRY TRADE. 


Article IV—Section 4(a), shall be and hereby is amended as 
follows: 

4. Exceptions to maximum periods of labor. 
“(a) Outside Salesmen, Outside Collectors, Watchmen, 
Guards and Store Detectives. 
The maximum periods of labor prescribed in Section 1 
of this article shall not apply to outside salesmen, outside 
collectors, watchmen, guards and store detectives, except 
that watchmen shall be limited to not more than six days 
per week, nor shall any watchmen be employed for night 
duty who have otherwise been employed in or for the 
establishment during that day.” 


Article IV—Section 4(c), shall be and hereby is amended by 
adding the following: 
“(c-1) Professionals—The maximum periods of labor pre- 
scribed in Section 1 of this article shall not apply to pro- 
fessional persons employed and working at their profession, 
who are receiving the same wages as executives who work 
unrestricted hours.” 


Article IV—Section 4(d), “Peak Periods” shall be and hereby 
is amended by adding the following: 
“During such peak periods employees who are especially 
skilled may work without restriction as to the maximum 
periods of labor otherwise prescribed for such peak periods 
and. without regard to the consecutive hour provision of 
Article IV, Section 6, provided, however, that time and 
one-third shall be paid for any hours worked in excess of 
the maximum daily hours otherwise permitted in such 
peak periods.” 
Article IV—Section 5, shall be and hereby is amended as 
follows: 
“5, Limitation upon number of persons working unre- 
stricted hours.” 
“Notwithstanding the provisions of the foregoing sections 
of this Article and regardless of the number of persons 
otherwise permitted to work unrestricted hours, the total 
number of workers in any establishment (whether such 


workers are executives, proprietors, partners, persons not. 


receiving monetary wages or others) who shall be permit- 
ted to work unrestricted hours shall not exceed the follow- 
ing ratio: 
“In establishments comprised of twenty (20) workers or 
less the total number of workers who may work unre- 
stricted hours (not including those workers specified in 
Sections 4(a), 4(b) and 4(c-1) of this article shall not 
exceed one (1) worker for every five workers or fractions 
thereof; provided that in retail establishments with five 
(5) or less workers, two (2) workers qualifying under 
this section may, but only in a managerial capacity, work 
unrestricted hours; in establishments comprised of more 
than twenty (20) workers the total number of workers who 
may work unrestricted hours (not including those workers 
specificed in Sections 4(a), 4(b) and 4(c-1) of this article, 
shall not exceed one (1) worker for every five workers 
for the first twenty (20) workers and shall not exceed one 
(1) worker for every eight (8) workers above twenty 
- (20).” 
Article [V—Section 6, shall be and hereby is amended by add- 
ing the following: 

“In communities where there has been an established cus- 
tom to allow employees an interval of longer than one 
hour for the mid-day meal, such custom may be continued 
on the same basis as previously, provided that in no case 
shall the interval be longer than one and one-half hours. 
The interval thus established need not be counted as a part 
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| Proposed Moditications of Retail Jewelers’ Code 


of the employee’s working time. Upon the establishment 
of local Retail Jewelry Trade Committees authorized and 
approved by the Administrator for Industrial Recovery 
to assist in the Administration of this Act within a local 
area, the approval of such committee shall be necessary to 
permit the further continuance of such custom.” 

“During the five ‘peak period’ weeks in the year the con- 
secutive hour provisions do not apply to especially skilled 
employees as provided in Section 4(d) of Article IV as 
amended.” 


Article VIII—Section 1(0), shall be and hereby is amended to 
read as follows: 
“No retail jeweler shall advertise or offer to repair, clean, 
regulate or adjust watches or clocks, or any part or parts 
thereof, at a minimum or uniform price, regardless of the 
methods employed in or the cost of such repairing, cleaning, 
regulating or adjusting.” 
Article VIII—Section 3, referring to Prison Made Goods, to 
be eliminated in its entirety. 


Article VIII—Section 4, referring to Company Scrip, to be elim- 
inated in its entirety. 


Article VIII—Section 5, “Piracy of Design.” 
“No retail jeweler shall copy any original design submitted 
by another retail jeweler, or estimate upon or make up an 
article in imitation of another’s design without the permis- 
sion or consent of the retail jeweler furnishing such design.” 


Article [X—Section 2(f), to be amended by the addition of the 
following: 
“Failure to pay such assessment after due notice, shall be 
a violation of this Code.” 


NOTE: Unless it is contrary to instructions issued by NRA, 
that a further paragraph be added as follows: 
No Code Blue Eagle be issued to any retail jeweler who 
has not paid his assessment to both the National Retail 
Jewelry Trade Council and to his Local Retail Jewelry 
Trade Committee, where such assessments have been 
levied in compliance with the Code. 


Announcement As to Taxation by the Jewelry Industry’s 
Special Committee 


G. H. Niemeyer, chairman, Special Committee on Tax- 
ation of the Jewelry Industry in a statement April 24, said: 


“The Revenue Tax Bill of 1934 (H.R. No. 7835) has 
been amended in the United States Senate to exclude 
the tax on clocks and to repeal the tax on jewelry sold 
for less than $25.00. This is an amendment to the bill 
as passed by the House of Representatives. —These amend- 
ments will now be considered by the conferees appointed 
by the House and the Senate and we suggest that all 
concerned watch the newspapers during the next two 
weeks to see whether these amendments are included in 
the final bill. If so, they go into effect as soon as the bill is 
signed by the President. 

“Many jewelers seem to be under the impression that 
the tax on jewelry expires this year. This is not the case. 
The tax on jewelry will be in effect until June 30, 1935. 

‘Judging from the inquiries received following the an- 
nouncement which appeared in the trade papers concern- 
ing the tax liability of a producer, there still seems to be 
many retailers who do not understand that if they sell 
an article such as a diamond ring which they mounted at 
any time, that this article is taxable. It does not matter 
whether the diamond was taxable or not taxable when it 
was purchased, the tax liability applies to the completed 
article produced by the jeweler who mounts it.” 








“Tongue lyed” 


Ist 


os 6| 6S 


STILL LEADS 





44°T-ONGUE TYED” Bracelets jump- 

ed to immediate popularity when 
they were first presented. Their fasci- 
nating, patented construction makes them 
just as appealing today and keeps them in 
the forefront of modern bangle bracelets. 
Today’s styles are exceedingly beautiful. 
“Tongue Tyeds” in your stock assure 


action—and profit. 


You will find them in the sample lines of 


leading wholesale jewelers. 


Stide the tongue 
through the buckle, 
give it a stight 
squeeze and the 
“tongue” Is auto - 
matically ‘‘tyed’’ in 


Tongue Tyed has a 
hinged ‘‘door’’ which 
allows the bracelet to 
slip on the wrist— 
vet ever the hand. position. Hinges are 
completely concealed. 


CA: MARSH Co., INC 


ATTLEBORO, MASS. 


ALLEN W. PINERO 
Midwest Representative 


CHAS. W. GOULD 


Eastern Representative Pacific Coast 





FRED L. LEE & CO. 
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' vision of Mrs. Polly Pettit, and all 





DISPLAYS 
THAT SELL 
MERCHANDISE 


Are you taking full advantage of 
your windows? 


Are they paying you a profit? 


The Retail Display Service is help- 
ing Jewelers to take full advantage 
of their windows by the use of dis- 
tinctive window display ideas. 


The Retail Display Service is help- 
ing Jewelers to make increased 
sales by attracting new customers. 


This Service is under the super- 


ideas are originated by her. 


The Service is confined to one 
Jeweler in a city. 


The fee for this service is nominal. 
A sample service will be sent upon 
request without charge. Write for 
particulars to the Secretary— 

Miss Marguerite Andrews 


RETAIL DISPLAY SERVICE 
Affiliated with 
The New York School of Display 


37 West 52nd Street 
New York, N. Y. 
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Congress Asked to Permit the Destruction of 
Smuggled Watches 


WasuincTon, D. C., April 18—The jewelry, and particularly 
the watch end of the industry, have shown distinct interest in 
the joint resolution permitting the Secretary of the Treasury 
to destroy imported watches that had been declared to have 
been smuggled into this country. The resolution was intro- 
duced in the House, April 12, by Rep. John W. McCormack 
of Massachusetts, who is a member of the Ways and Means 
Committee and chairman of the sub-committee to which the bill 
was referred. It is believed that it was introduced in its 
present form at the request of the Waltham Watch Co. and 
other American manufacturers of timepieces. It reads: 


JOINT RESOLUTION 


Resolved by the Senate and House of Representatives of the United 
States of America in Congress assembled, That where under existing jaw 
any forfeiture condemnation or abandonment of watches, watch move- 
ments or parts thereof for violation of the customs laws is declared by 
the collector of customs, or any forfeiture is decreed by any court, the 
Secretary of the Treasury is kereby authorized to place the same with 
the departments or bureaus of the Federal Government for experimental, 
scientific, or educational purposes, but not for sale or personal use; and 
in the event of such merchandise not heing required or desired by the 
Federal Government, it shall be destroyed, unless the Secretary of the 
Treasury shall find and determine that the sale thereof would not bring 
the merchandise into competition with similar products manufactured in 
the United States: Provided, That if such merchandise contains any recov- 
erable precious metal or precious stones, such precious metal and/or 
precicus stones shall be sold at public auction, or such metal or precious 
stones reclaimed to the profit of the United States only, in the discretion 
of the Secretary of the Treasury: And provided further, That the payment 
cf compensation to informers as now provided by law shall, in the case 
of any merchandise which is placed with the Federal Government or is 
destroyed, be paid in the same manner and under the same conditions as 
now provided by law, except that such compensation shall be calculated 
on the basis of 25 per centum of the dutiable value of such or similar 
merchandise as found by the United States appraiser, but such compen- 
sation shall not exceed $50,000 in any case. 

Sec. 2. In addition to the ~wers now conferred upon him by law, the 
Secretary of the Treasury is hereby authorized and empowered, on and 
after July 1, 1934, to require each watch movement, complete or incom- 
plete, imported into the United States, and its immediate casing, con- 
tainer. wrappirg, and package, to be marked with the name of the foreign 
manufacturer and his consecutive number, or the name of the importer 
together with the manufacturer’s consecutive number and name or trade 
mark, in such manner as he may by regulation prescribe. 


The first section of the resolution is in accord with the sug- 
gestions that have been made by the watchcase industry in 
general, manufacturers and importers alike, who have been 
conducting the fight against smuggled timepieces. They felt 
that the sale of such timepieces by the Government after their 
confiscation has done a serious injury to the watchcase business 
in general. In fact, many suggestions for their confiscation 
have been proposed and bills to permit this introduced. 

In connection with the first part of the McCormack resolu- 
tion, there seems to be little or no objection from the jewelry 
industry. However, the second section empowering the Secretary 
of the Treasury to require each movement to be marked with 
the name of the foreign manufacturer or importer with the 
manufacturer’s consecutive number has been objected to by 
some of the importing watch trade. 

According to a statement made by Herbert Ollendorff, presi- 
dent of the American Watch Assemblers Association, the Mc- 
Cormack Resolution, or at least the second part, will be strongly 
opposed. 


A Helpful Sales Digest 


Retailers generally have received with pleasure the Gruen 
Sales Digest No. 3, which gives vital and important sug- 
gestions for developing business up to and including June. It 
covers graduation gift selling and window displays and sug- 
gestions for merchandising in all departments of the jewelry 
store. The important part of this issue, however, is an article 
on “Anniversary Gifts” with the suggestion as to how the 
jeweler can prepare an anniversary gift record of all his 
potential customers and how to get the information. ‘This in- 
cludes all points in regard to the family of the customer, wed- 
ding anniversary, birthdays of the members of the family and 
the different articles that have been purchased from time to 
time, credit, etc. With this are sample letters which the 
jeweler can use in soliciting business for the former wedding 
gift purchasers, as well as letters to husbands and wives as 
to presents for birthdays for themselves, their family, their 
relatives and friends, older and younger children, etc. These 
can be put to important use by practically every proprietor of 
a retail jewelry business. 
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REGISTERED PATENT PEND. 


Style AP 
4K Hand Carved $ 
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Mabe in 14 and 18 Krt. white ved or two-tone Gold 
set with Beautifully matched 3,4, 5, 6, 7, 8,10 and 20 


Brilliant diamonds ---workmanshi to non. 


ABOVE ILLUSTRATED RINGS ALSO IN PLATINUMN— 
payee pepe Se 
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LUCKY LOVE DIAMOND 
WEDDING RING COMPANY 


40 JOHN STREET NEW YORK,NY. 








73 














The Identification Picture Bracelet = 
















Made in bangle 
adjustable and 
flexible _ styles, 
Packed in gift 
boxes, carded or 
bulk, at same 
prices. 


Simply open the 
hinged name 
plate — cut face 
from snapshot 
photo to size of 
frame — and in- 


PAT. PENDING 


The “XL” Picture Bracelet is the outstanding item of locket—made in bracelet form. Each is supplied with 
the season. It is meeting with approval wherever shown. the picture of a famous movie star. Made in nickel 
The name plate is of two parts—the upper forming silver to retail for $1.00—Sterling Silver $2.00—all 
the frame, being hinged to allow insertion of a face rhodium finished. Should your wholesaler be unable 
from a cherished snapshot photo. It is a modernized to supply you, order direct, giving his name. 





EXCELL MFG. COMPANY 


45 RICHMOND STREET See our exhibit at the World’s Fair PROVIDENCE, R. I. 

















WHY NOT SELL For the Philippines 
MORE DIAMONDS - Well known wholesale jeweler, established since 





‘ . 

THE IN Wry, > 

We 
AGS.CAMS 


nS 1911, having thorough sales organization cover- 
9 ing the entire archipelago, is willing to consider 
AND JEWELRY? any jewelry, glassware and fancy goods line. 
All catalogues and offers will be examined. 
It can be done—It is being done by retail members of Articles on exclusive agency basis preferred. 
the A. G. S. who have already tied in with the campaign 
to sell more gems and jewelry. Payment Cash 


Every distributor or retailer of real ability can increase 


his sales with the free services furnished to Associate LEVY & BLUM, IN Cc. 


Members. 

: : : P. O. Box No. 243 MANILA, PHILIPPINES 
Every energetic retailer can increase his sales and pres- 
tige and at last meet the competition of the price cutters 











by preparing for examination permitting the use of 





this sign. IMPROVEMENTS IN MAINSPRINGS 


Original form, Spiral. A flat ribbon of steel wound in 


£ 7 one direction only. 
GRADUATE MEMBER 2nd, Reverse. Wound first backward and set in that 


form. Then wound in the reverse direction. 
8rd, CROSSCURVED REVERSE MAINSPRINGS. Be- 


AMERICAN GEM SOCIETY sides the reverse form these mainsprings are curved 
across the width, throughout their full length. This 
* y, 





final improvement puts into the mainspring all the power 
that the steel can contain. A thinner mainspring can 
be used and it will retain its power longer than a flat 











spring. 
Why let your competitor be the only one to benefit? SANDSTEEL $2.00 pr. dz. INSPECTOR $2.50 and $3.00 pr. dz. 
Patented 
Write today to: Made in U. S. A. 


USE THEM IN ALL WATCHES. 
AMERICAN GEM SOCIETY Send for catalog 


SANDVIK WATCH SPRING CO., Inc. 
Los Angeles 145 Hudson Street New York, N. Y. 


555 S. Alexandria 
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China and Glassware 


By Paul A. Straub 


Ve ask “Why should 
the jeweler sell china and glassware?’ and I answer, 
“Why shouldn’t he?” 

Is there another line of merchandise that fits better 
into his regular line than china and glassware? Doesn’t it 
fit as well as do umbrellas, writing paper, greeting cards 
and many other things we find on sale at many jewelry 
stores? Are not both china and glassware complimentary 
to his regular lines of silverware and jewelry and is it 
not safe to assume that the customer who purchases 
knives and forks is also interested in dinnerware and 
glassware? Who could sell a bride-to-be a nice dinner 
service and a set of glasses better and easier than the man 
from whom she buys her silverware? Could not the 
jeweler also sell her friends service plates or Mocha cups 
and saucers and other things not included in a dinner 
set, all of which a young housekeeper longs to have? 

I might go on along this line for a while longer, show- 
ing at every turn that the jeweler is the logical man to 
carry a line of china and glassware. Of course, he must 
carry an assortment, large and varied enough to attract 
the woman who bought the knives and forks or the bride- 
to-be and her friends and it should be different from the 
goods carried by the local department store. He should 
not carry goods more expensive than his trade can buy 
and he will soon learn that he can do a better business on 
six carefully selected dinnerware patterns than with 
double the number just taken to increase the variety. 

For all this his investment need not be great. ‘Take 













A delightful French concep- 
tion in crystal glass. The 
ovals in the design are 
brightly polished, giving a 
multiplicity of reflections. 
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PAUL A. STRAUB 


dinnerware for instance. Say he buys a dinner set for 
eight persons in a number of good, not necessarily expen- 
sive, openstock patterns, and to these adds samples of items 
not included in the sets, for example, after dinner coffees, 
cream soups, salad plates, etc. The importer will gladiy 
reserve the patterns selected for him and so protect him 
from competition. The jeweler can sell from these 
samples and draw on the importer who carries a stock, for 
his needs and shipments are usually made on receipt of 
order—twenty-four hour service—when necessary. The 
importer’s knowledge and experience are also at the dis- 
posal of his customer and this can be of help in selecting 
the right patterns and keeping down the amount of money 
invested. All this refers to glassware as well. 

When he has started a customer on an openstock pat- 
tern, she will for years place orders with him to replace 
breakage and additional quantities to enlarge her set. 
She will also add new items that fashion dictates—cream 
soups today and something else tomorrow. Sales of new 
items in china generally mean sales in silverware for cake 
or salad forks, after dinner coffee spoons, bouillon spoons, 
etc., become necessary when the cups or plates are fashion- 
able. If he will give china and glass as much thought 
and attention as he does his regular lines and learn enough 
about them to give his customers good advice when asked 
for it, it should not be hard to build up an excellent 
trade in china and 
glass for both of 
these lines are in 
daily demand and 
interest every 
housekeeper. 



























Four Outstanding Creations 


DU BARRY ~ 


ELEANOR 


Well-known Ceramic Artists have produced these colorful designs in the spirit of the times—cheer- 
ful, with a bright outlook. The shapes are most pleasing in the popular “Rosenthal Ivory” china. 


The delightfully colored bouquets, in Nature’s hues, are delicately bordered with rich gold bands 
and decorations. 


Increased patronage may be built on this ware. You control the pattern in your community, 
thereby eliminating competition. Arrangements may be made for a varied display with a small 
initial investment. Carried in stock in New York for immediate delivery. 


Write for further information. 


& ’ 
The ROSENTHAL CHINA  ueni 149 Fifth Avenue 
CORPORATION te J New York, N. Y. 
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Decoration of China and Glassware 


‘She art of china 


and glass decoration has been developed in the United 
States to a high degree of perfection. Originality which 
equals that of any country is displayed by the leaders 
in their fields. In glassware, American decorators are 
showing wonderful skill in the copper wheel rock crystal 
engraving, stone wheel cutting and mitre work. In 
china, such as service plates, some exceptionally good 





This embossed plate represents a dinner service made in Ivory 
China. Its charm is in its beautiful coloring of Jade Green, 
Turquoise Blue, May Green and Black. 
































This illustrates one of the modern styles in band decoration on dinner- 
ware. It is a combination of Saxe Blue and Silver against a deep Ivory 
glaze. 
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designs are being executed and at prices to meet the 
resources of those whose incomes have suffered from the 
recent depression. 

Today the service plate is not the property of the 
rich exclusively. Many householders who are fond of 
decorative appointments readily take to them and the 
demand has materially increased. Elegance of household 
equipment is the rule not the exception and it is in this 
field that jewelers should seize their opportunities to 
satisfy this public taste by offering to customers items of 
household utility different from the general run of goods 
usually offered by department stores. This can be accom- 
plished by cooperation with firms who make a specialty of 
decorating china. Quite a business can be established on 
table equipment, both china and glass, by selling such 
wares decorated with a customer’s monogram, coat-of- 
arms or crest, club insignia, etc. Special decorations of 
any kind may be secured. Cocktail sets in all kinds of 
motifs are offered to suit the tastes of those who wish 
to entertain their guests with something novel. 

These goods are offered by firms whose sole business is 
decorating. They do not make china or glass but place 
all their endeavors on the production of something 
different from the regular lines offered by manufacturers. 
The retail jeweler should inform himself regarding china 
and glassware in order to be able to intelligently discuss 
the different kinds of decorations if he intends to add 
these lines to his stock. 

One of the oldest established jewelry stores in New 
England is firm in the conviction that fine china and 
glassware belong in the jewelry store. 


a this store a 
study of decoration as applied to china and glassware 
has proved of great benefit in increasing sales. 

“Work with the distributors and manufacturers, let 
them help you in learning more about the subject,” says 
the manager of this New England store. ‘“They will also 
suggest excellent plans for developing sales and will advise 
you regarding the purchase of stock,” he adds. 

Here is an opportunity that should not be overlooked 
by retail jewelers. Not only does a line of chinaware fit 
in with the jeweler’s stock, but it brings customers into 
the store who will also purchase silverware and other 
merchandise usually found in a jeweler’s stock. 


An English Breakfast set with colorful floral decoration 
showing tea, coffee and chocolate pots, cover dish for 
hot toast, egg cup, cereal bowl, sugar bowl and cup. 
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No. 187 Bayreuth Shape 
OPEN STOCK 


Square Plates, 
After Dinner Coffees, 
Tea Cups and Saucers, 
Coffee Sets, Tea Sets 


May be bought as sets 
or individually 





Carried in six colors: Maroon, Blue, Green, Ivory, Black and Yellow. 


REASONABLY PRICED 


ROYAL BAYREUTH FACTORY 


JUSTIN THARAUD, Inc. WA von Ne 



























Baccarat Crystal 


The Glass with the Resonance 
of a Bell 


Glasses for modern table setting 
and for every use. 










Stocked for im- 
mediate shipping— 









Twenty-four hour 





service when neces- 






sary— 






PAUL A. STRAUB & CO. 
INC. 


105 Fifth Ave. 
(at 18th St.) 
New York, N. Y. 
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Chinaware for All Purses 


4 chinaware 
there are many ornamental pieces offered to the trade that 
should not be overlooked. Women are fascinated by the 
odd vases, figures, and fruit baskets. One firm presents 
an array of figures of well known characters from Dickens’ 
novels. ‘These are English. Another offers dogs of all 
breeds in china while artistic figures of the “divine form” 
are innumerable. Every country contributes to the variety. 

The items are as widely varied in price as one could 





Chinaware Fruit Basket 


possible imagine so that every purse from that of the 
laborer’s wife to the president’s daughter can be met. 

The illustration shows a popular style fruit basket. Be- 
sides the intricate open-work modeling, it also bears a 
very colorful decoration, thus making it a handsome side- 
board piece when not in use as part of a table setting. 

With summer coming on and spring here, there should 
be a good sale for flower vases and no vase shows up flowers 
better than chinaware. 


Iced Tea Sets More Popular 


With the warm 


weather approaching, jewelers should remember that their 
patrons will need containers for long, cooling drinks, not 
necessarily alcoholic, and they should be prepared with 
stocks. Iced tea sets are made in inexpensive selections. 
These may also be used for lemonade, iced coffee or any 
long drink that taste demands. They are made in many bril- 
liantly colored decorations in bands and stripes. Domestic 
manufacturers are vying with European and English firms 
to furnish novelties as well as staple articles. The market 
was never so well supplied with variety to choose from. 

The afternoon tea custom is becoming more and more 
popular as Americans are getting the English habit and 
learning how tea should be made. To meet this demand, 
the most alluring afternoon tea sets are offered, some in 
flowery designs and others in most attractive solid colors, 
with sugar bowls, cream jugs and teapots complete. 


Paul A. Straub, of Paul A. Straub & Co., New York, has prepared a 
booklet entitled “What Everybody Should know About Chinaware” which 
he will be glad to forward to any jeweler who is anxious to know more 
about this fascinating subject. There is no charge and the information 
contained in the booklet is of utmost value to sales people in retail 
jewelry stores where chinaware is handled or to those jewelers who are 
contemplating adding china to their stock. 
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THEODORE HAVILAND 
FRENCH CHINA 
DINNER SERVICES 





An interesting series of acid etched deco- 
rations — combined if desired with color 
bands of maroon, green or royal blue—are 
now available at prices never before pos- 
sible for Theodore Haviland French 
China. The incrustations in either gold or 
platinum are applied to Theodore Haviland 
white china blanks by one of the foremost 
decorators in America with whom we have 
arranged an exclusive contract. 


Either complete services for eight or 
twelve may be purchased or we also have 
available separate items such as after din- 
ner cups and saucers, cream soups or salad 
plates. Special orders including mono- 
gram work can be delivered about three 
weeks after receipt of order. 


Your inquiries are cordially invited. 


“THEODORE HAVILAND” — a name 
well known in the china world for gen- 
erations. 


THEODORE HAVILAND & CO. 


26 West 23rd Street 
NEW YORK, N. Y. 
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The Dorchester 


(Decoration 12952) 





One of Heinrich & Co.’s 


Creations 


We carry a whole range of 
open stock decorations, short 
lines and a complete line of 
service plates. 


Write for samples 


and prices. 


MADE BY 


H&€ 
SELB 
BAVARIA 


SINRICA o 


HEINRICH & WINTERLING, INC. 
49-51 WEST 23rd STREET 


NEW YORK CITY 











MARTINI MIXER witH spoon 


eonsetten te tas Wye Re conte $5.00 Each 
12 Different Decorations in colors, - $4.50 each. 
12 Different Decorations in non-tarnish, 
Sterling Silver, - - : - $5.00 each 


Retail Price 


EDMONDSON WARRIN, Inc. 
43-45 West 13th Street, New York, N. Y. 



























No. 237/10/61 Wine Set 





EAUTIFULLY hand-made and hand-cut. This set 
represents the unusual value and appeal for 
home service. Made in brilliant crystal, rose, green 
and amber colors. Priced at $1.65 per set, each 
packed in carton. 


Manufactured exclusively by 


The New Martinsville Glass Mfg. Company, 
New Martinsville, W. Va. 
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Glassware for the Jeweler’s Stock 
Crystal bon-bon or candy compotes are always in good 
tast for a jeweler to show patrons who are looking for 
inexpensive wedding or anniversary presents. 
The one shown here is of refined design and delicate 
in structure. It would grace any table setting and be a 
welcome addition to any bride’s stock of glassware: An 








Crystal Bon-Bon dish. design 


established housekeeper can always use an extra one or two. 
The one shown has an artistic rock-crystal engraved design 
with a cut stem. 

The reversion to old fashions in furniture, architecture 
and china is quite marked in glass tableware. The goblet 
depicted shows a reproduction of an old British design. 
The long flute cuttings are always in good taste, while the 
diamond decoration around the upper part of the glass 
is truly characteristic of old-fashioned tableware. A 
show table set with a complete line of goblets to cordial 
glasses makes a most impressive display if shown with 
silverware and fine china on a pure white Damask cloth. 





Tantalus Sets Again in Evidence 


The variety of drinking equipment that is being offered 
to jewelers is large and varied, and includes the old 
Tantalus sets now again in evidence. There has always 
been some call for means to guard liquor and today it is 
still apparent. Tantalus sets are reported to be selling 
well again and jewelers will do well to look into this line 
and secure a few to offer their customers. 

These sets are made in many styles of cut glass with 
mahogany, oak and other wood frames. Silver frames and 
electro-plated ware are used to hold decorated bottles with 
non-tarnishable silver designs. ‘They are made to hold 
two and three decanters with the names, “Scotch,” “Rye,” 
“Bourbon” or whatever label a customer should wish. 





Dates Announced for New York China and Glass Show 


* Charles B. Rosengren, manager of the New York China 
and Glass Show, has announced the dates for his 1934 show. 
This show will be held at the Hotel New Yorker, July 29 
to Aug. 4. It is the second New York China & Glass 
Show, the first having been held last summer. 

Mr. Rosengren is actively at work on plans to make 
the forthcoming show as helpful as possible to all buyers 
of china and glassware. 
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SPODE’S 


“BLUE ERMINE” 
Open stock—New York 


LLUSTRATING one of Spode's interesting old 

prints, differing entirely in feeling from the old 
English landscape prints. 

Spode's Ermine is distinctly Empire in design and 
color, evidently taken from the influence of the French 
Empire, symbolical of heraldry and royalty. The 
Fleur-de-Lis on the border is the emblem of France, 
and the fine print design in and over the rim sym- 
bolizes the ermine, in earlier days affected only 
by royalty. — 

This refined style is done in soft Underglaze Saxe 
Blue, giving a feeling of China Blue daintiness so 
appealing to the hostess. 

Available in complete open stock in New York. 

Send for sample and prices. 


COPELANDs THOMPSON inc. 


206 FIFTH AVENUE - NEW YORKCITY 
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Mass. and Rhode Island Jewelers Meet 


Twentieth Annual Convention Devoted to Discussion of Codes 
—Officers Elected and Resolutions Adopted 


Boston, Mass., April 5.—The 20th an- 
nual convention of the Massachusetts 
Retail Jewelers Association including also 
the State of Rhode Island was held at 
the Hotel Statler, yesterday, at which 
time the following officers were elected: 
President, James Kingman; first vice- 
president, A. H. Abbot; second vice-presi- 
dent, Arthur K. Smith; secretary, J. H. 
Peterson, and treasurer, F. W. Bird. The 
executive committee consists of A. T. 
Wonson, W. G. Thurber, Hollis S. Howe, 
Arthur Stern and C. J. Gidley. The 
convention closed with a banquet and 
talk by Wm. D. McNeil, president of 
the A.N.R.J.A. and chairman and execu- 
tive officer of the National Retail Jewelry 
Trade Council. 

The convention was called to order at 
10:45 a. m. by President Kingman and 
after routine reports had been submitted 
and approved the committee on resolu- 
tions was appointed consisting of Messrs. 
Wonson, Ricard and Stewart with in- 
structions to present resolutions at the 
evening’s session. 

President Wm. D. McNeil of the A.N.R. 
J.A. made a few remarks emphasizing 
the immediate need of various communi- 
ties forming local committees for the ad- 
ministration of the retail jewelers’ code. 

The next speaker, Paul Monohon of 
the Watson Co., delivered an interesting 
and optimistic address. He stressed the 
point that jewelry stores should maintain 
their prestige and good name in handling 
fine merchandise and also suggested art 
exhibits, teas and lectures on table set- 
tings. 

At the beginning of the afternoon 
session, Messrs. Kahl and Stern were 
appointed members of the auditing com- 
mittee. Howard L. Carpenter of the Al- 
bert Walker Co., Providence, then pre- 
sented a clear and interesting talk on 
the wholesalers’ code stressing the various 
faults now existing and bringing out the 
efforts that are being made to correct 
them. He spoke particularly on the mat- 
ter of the wholesaler selling at retail and 
the situation relative to catalog houses. 

He was followed by Charles T. Evans, 
secretary of the A.N.R.J.A., who discussed 
the importance of jewelry trade asso- 
ciations. 

Then came the address of Edward O. 
Otis, Jr., secretary of the New England 





Manufacturing Jewelers’ and _ Silver- 
smiths’ Association, who gave an inter- 
esting and clear discussion on the code 
for the Medium and Low Priced Jewelry 





James Kingman, president 


Manufacturers, emphasizing the improved 
condition in this branch of the industry 
as the result of the operation of the code. 

It was decided to change the name of 
the association to the Massachusetts and 
Rhode Island Retail Jewelers Associa- 
tion. It was also suggested that the re- 
tiring officers continue in their capacities 
until the end of each convention here- 
after. After J. H. Peterson, the new 
secretary, was sworn in by Mr. Ricard, 
the meeting adjourned until 6:30 p. m. 

At the evening session, W. L. Frickett, 
president of the New Hampshire Retail 
Jewelers Association, was welcomed as 
a guest and following the dinner, Presi- 
dent McNeil of the A.N.R.J.A. spoke on 
the history of the retail jewelry code. 
The resolutions committee then submitted 
its report and the meeting adjourned. 


Resolutions 


The resolutions embodied disapproval 
of that part of the Code of Fair Com- 
petition for the Watchcase Manufacturing 
Industry which provides for the stamp- 
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ing of quality marks and trademarks op 
the outside of watchcases and also dis. 
approved of the provisions of the same 
code which provides for the use of the 
word “solid gold” in addition to the qual- 
ity mark. 

The following resolutions were also 
among those adopted: 


We have learned that certain retailing whole. 
salers—who call themselves “Industrial Jobbers” 
and who solicit consumer business direct by the 
use of catalogs in which the descriptive term 
“wholesale jeweler’ is incorrectly used, and in 
which false and misleading ‘“‘list prices” are 
used to create the impression that the consumer 
is buying at wholesale—are seeking to be in. 
cluded as wholesale jewelers under the sup. 
plemental Code of the Wholesale Jewelry trade, 
when as a matter of fact their business js 
strictly retail, We urge our officers to bring 
this matter to the attention of NRA officials, 
with the request that these so-called “indus. 
trial jobbers” be classed as retailers and obliged 
to operate under the provisions of the Code of 
Fair Competition of the Retail Jewelry Trade. 

We endorse the continued efforts of our State 
and National officers to have strengthened our 
gold, silver and platinum stamping laws, all 
of which are designed to elevate the standards of 
the jewelry business, and to afford proper 
protection to the consuming public. 

We are opposed to any changes in the stamp- 
ing laws which will permit platinum and/or 
other members of the platinum group to be 
plated on base metal. We strongly urge that 
our present law providing for the use of gold 
as the base metal in connection with platinum, 
be continued. 

WHEREAS, The Code of Fair Competition 
for the Silverware Manufacturing Industry, 
Article 8—Fair Practices, Paragraph 16, com- 
monly known as the twenty-five cent pa 
charge, is unfair and works a hardship on 
retailer by requiring him to assume an unjust 
burden which properly does not belong to him 
to bear; Therefore be it 

RESOLVED: That this association in con- 
vention assembled go on record as_ positively 
opposed to this portion of the Silversmiths Code 
and that we use every legitimate means within 
our power to have Par. 16 eliminated. Be it 
further , 

RESOLVED: That a copy of this Resolution 
be sent to the Silverware Manufacturers and 
to the proper Code authorities. 

RESOLVED: That this convention  thor- 
oughly oppose the practice of the silver man» 
facturers in bringing out new silverware flat- 
ware patterns for a period of the next two 
years and after that until such time as there 
is definite demand or n for new patterns 
by the buying public. 





Alfred L. Stone and Jerome Margulis, 
for the past nine years associated with 
the firm of Zell Bros., Portland, Ore., 
have gone in business for themselves and 
for the present have their show rooms 
and offices in the Bedell building. They 
intend to open a beautiful new down- 
stairs store which will be located in the 
heart of the shopping district. Plans are 
at present being approved for the new 
shop. Mr. Stone has been actively con- 
nected with the jewelry business in Port- 
land for the past 30 years and is an ex- 
pert designer. Mr. Margulis for the past 
10 years has been a member of the 
diamond and jewelry department of Zell 
Bros. 
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Bandits Get Diamond Rings in 
Chicago Holdup 


Cuicaco.—Hundreds of Saturday after- 
noon shoppers walking on Wabash Ave- 
nue on April 7 witnessed the daring hold- 
up and robbery of Joseph Raymond, 
jewelry carrier for Milton J. Jackson, 
vice-president of Shiman Bros. & Co., 
Inc., manufacturing jewelers of 234 W. 
39th St., New York, when two bandits 
armed with guns wrested a sample case 
containing about $40,000 in diamond rings 
from Raymond and escaped in a small 
black sedan driven by an accomplice. 

Mr. Jackson and the carrier had been 
riding on a Wabash Avenue street car 
and were returning to the salesman’s 
room in the Congress Hotel. As Raymond 
alighted from the car at Congress St. 
the thugs appeared. They struck the car- 
rier several times. 

The loss was completely covered by 
insurance. 





“Better Business Through Better 
Methods”—Watchwords of 
Oklahoma Convention 


OxLaHomMaA City, OKLA., April 10.—Dis- 
cussion of plans to rejuvenate the jewelry 
business featured the 28th annual conven- 
tion of the Oklahoma Retail Jewelers’ 
Association, held April 8th and 9th at 
the Biltmore Hotel in this city with more 
than 150 jewelers in attendance. 

The first day of the meet was largely 
devoted to registration, getting acquainted, 
renewing old friendships and viewing the 
numerous interesting exhibits placed on 
display by manufacturers and whole- 
salers, with a stag occupying the men’s 
attention that night, while the jewelers’ 
wives were enjoying a theatre party. 

Business sessions of the second day 
opened with an address by George 
Holmes, of Hennessey, association presi- 
dent, who lamented the practice of 
jewelry stores carrying cheap, shoddy 
“Jewelry” which lessens the prestige of 
the legitimate jewelry business, and urged 
the cooperation of members in raising 
the ethics of the jewelry business to the 
highest possible level, to the end that this 
business may regain its former enviable 
position in the retail field and again 
enjoy the full confidence of the public. 

In a stirring talk calculated to arouse 
and enthuse association members, Edward 
L. Hirsch, prominent attorney of Okla- 
homa City, likewise decried worthless de- 
partment store “jewelry” counters. 

“Watch Repair Department Profits’— 
always a subject of paramount impor- 
tance to jewelers—was ably discussed by 
M. C. Larsen of C. & E. Marshall Co., 
Chicago and Oklahoma City, who asserted 
that the watch repair department makes 
and retains customers for the store and 
that any good watch repair department 
will yield a nice profit if it is given the 
same merchandising attention as other 
departments of the store. 

E. L. Belt, of the Associated Watch- 
makers of America, outlined the purposes 
and functions of this organization and 
assured the assembled jewelers that the 
association is not a union and was formed 
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as much for their interests as to benefit 
its qualified watchmaker-members. George 
B. Goldfarb of Oklahoma City, secretary- 
treasurer of the Oklahoma Retail Jewel- 
ers’ Association, next took the floor to 
direct special attention to the menace of 
ineficient watchmakers in some depart- 
ment stores and elsewhere, and suggested 
that Oklahoma jewelers unite in working 
for and supporting proposed legislation to 
license competent watchmakers in the 
state—a move which would eliminate the 
“tinker” who charges a small fee, ruins 
watches and causes grave injury to the 
watch repair business—and pointed out 
means to attain this end. 

The Monday afternoon business session 
was opened by Burt Hann, of the Gemo- 
logical Institute of America, who screened 
a series of interesting slides in natural 
colors showing the numerous gems of 
ancient and modern times. 

“Code Enforcement and Benefits of the 
NRA” was briefly discussed by B. J. 
Wilson of Oklahoma City, NRA Code 
Compliance Director for Oklahoma. 

“Merchandising of Silver’ was the 
topic of a particularly interesting and 
beneficial address delivered by Paul 
Monohon, sales manager, The Watson 
Co., Attleboro, Mass., who stressed the 
fact that not only are jewelers the pres- 
tige merchants of their respective com- 
munities, but also that no jeweler can 
hope to build up prestige, character, repu- 
tation, dignity and lasting prosperity by 
handling shoddy or junky merchandise of 
any kind. 

At the close of the final business ses- 
sion, the following officers were elected 
to head the association during the coming 
year: President, George B. Goldfarb, 
Oklahoma City; first vice-president, Louis 
Klar, Tulsa; second vice-president, Ray 
Delemeter, McAlester; third vice-presi- 
dent, Roy Everts, Weatherford, and sec- 
retary-treasurer, M. B. Smith, Pauls 
Valley. Directors chosen were: L. G. 
Dean, Clinton; A. Y. Boswell, Tulsa, 
and George Holmes, Hennessey. 





Hearing on Paragraph of Precious and 
Low-Priced Jewelry Codes Cover- 
ing Fraternity Insignia 

WasHINcTOoN, D. C., April 24.—As a 
result of the petition by William Greene 
of the Brochon Engraving Co., Chicago, 
that paragraph C of Schedule A of 
the fair trade practice provision of 
the codes of the Precious Jewelry Produc- 
ing Industry and the Medium and Low- 
priced Jewelry Producing Industry, be 
removed from these codes, a public hear- 
ing on the question was called for April 
26 and 27 by Deputy Administrator Earle 
W. Dahlberg. 

Mr. Greene and the school and college 
jewelry manufacturers that he represents 
contend that the paragraph bestows mo- 
nopolistic benefits upon certain of the 
fraternity jewelry manufacturers in the 
industry. This paragraph, the validity 
of which will be decided upon by the 
NRA on the basis of evidence taken at 
these hearings, reads as follows: 

“Where a fraternity controls the 
manufacture and distribution of its in- 
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signia under contract, it is unfair trade 

practice for unauthorized persons to 

manufacture, solicit or accept orders 

for such insignia.” 

The result of this hearing will appear 
in the next issue of the JEWELERS’ Cir- 
CULAR. 


H.1.A. Annual Meeting to be 
Held May 14 


WasuHIncrTon, D. C., April 17.—The an- 
nual meeting of the Horological Institute 
of America will be held in the lecture 
room at the Academy of Science Building, 
21st St. and Constitution Ave., on May 
14. The meeting will be called to order 
by President Hufnagel at 10 a. m. and 
Dr. Lyman J. Briggs, director, National 
Bureau of Standard, will deliver a greet- 
ing. This will be followed by reports on 
committees and other regular business. 

A luncheon will be served at 12:30 p. m. 
and the afternoon session will begin at 
1:30 with a continuation of the reports. 
At 2 p. m., H. W. Bearce, co-chief, Divi- 
sion of Weights and Measures, National 
Bureau of Standards, will deliver an ad- 
dress on the “Proposed Revision of the 
Gregorian Calendar” This will be fol- 
lowed at 2:30 by a slow motion study of 
the Lever Escapement, illustrated by 
Frank D. Urie, director of the Elgin 
Observatory. 

Unfinished business and new matters 
to be considered will then be taken up 
and an Advisory Council for a term of 
three years elected. This council will 
meet at 4 p. m. for election of officers. 

In the evening, dinner and entertainment 
will be given at the Lee House, 15th and 
L Sts., the official hotel for the conven- 
tion. The program is now being arranged 
and will consist of group singing, solos 
and other features. Guests are welcome 
to the meetings and dinner and requests 
for reservations should be addressed to 
the hotel in advance if possible. Jewelers 
are requested to inform Corresponding 
Secretary R. C. Gould, c/o Bureau of 
Standards, whether or not they will at- 
tend the meeting and dinner. 








Pass Examinations as Qualifying 
Certified Gemologists 


Los ANGELES, April 16—During the last 
two months these men have passed the 
examinations which permit the use of 
the title Qualifying Certified Gemologist: 
Hans J. Bagge, J. Milhenning, Inc., Chi- 
cago; Paul Cohard, Peru, Ill.; Leslie E. 
Dewey, J. B. Hudson, Inc., Minneapolis, 
Minn.; Ferdinand L. Hotz, Jr., Chicago; 
Alvin M. Knudtson, Roseburg, Ore.; 
E. C. Luscomb, C. D. Peacock, Inc., Chi- 
cago; Paul C. Reitz, Juergens & Ander- 
sen Co., Chicago; E. Paul Shaw, J. B. 
Hudson, Inc., Minneapolis, Minn.; Rich- 
ard H. Van Esselstyn, with Mirabeau C. 
Towns, New York; Colin L. Christie, 
Butte, Mont.; W. J. Glick, Junction City, 
Kan.; H. R. Bloedel, Milwaukee, Wis. 

No announcement of successful candi- 
dates for the title of Certified Gemologist 
has yet been made. The first examina- 
tions for Certified Gemologist will prob- 
ably not be held until the fall of 1934 or 
in January, 1935. 








Salesman for L. & M. Kahn & Co. 
Robbed of $125,000 in Gems 


OmaHa, Nes.—Herbert L. Gardner, 
traveling representative for L. & M. Kahn 
& Co., diamond importers at 608 Fifth 
Ave., New York, on April 3, reported to 
the Omaha police the robbery of diamonds 
valued at between $100,000 and $125,000 
from his trunk. Mr. Gardner had ar- 
rived in Omaha from Kansas City that 
morning and found the gems missing as 
soon as he opened his trunk at the hotel, 
at eight o’clock in the morning. 





At the New York offices of L. & M. 
Kahn & Co., Mr. Gardner told a repre- 
sentative of THE JEWELERS’ CIRCULAR that 
he had locked the trunk himself in Kan- 
sas City, checked the marks at the sta- 
tion to see that it had been put on his 
train, and that apparently the lock had 
not been tampered with when it arrived 
in his room in Omaha the following morn- 
ing. Mr. Gardner said he believed it 
to have been opened by someone with 
duplicate keys. 

The loss was fully covered by insur- 
ance. 


National Hobby-Collectors Show in 
New York of Interest to Jewelers 


The National Hobby-Collectors’ Show, 
held at Rockefeller Center, April 25-30, 
was full of interest for the jeweler and 
the jewelry minded. One of the largest 
exhibits of the show, which included every 
brand of curiosity, from matchbox labels 
to Indian relics, was the display of the 
Stephen Varni Co., Inc., 15 Maiden Lane. 
Many and varied examples of the col- 
ored gem stones were exhibited, in their 
cut form as well as in rough. Crystals 
of precious stones as they are formed in 
the earth were a feature of particular 
interest. Present in cooperation with the 
Varni exhibit was Worthington H. South- 
wick, authority on fluorescent minerals. 
This phenomenon Mr. Varni terms the 
“Einstein theory of the mineral kingdom,” 
because, he says, “nobody can explain it.” 
However, the display is complete in its 
demonstration of fluorescence. Various 
minerals were shown under the influence 
of different types of light; the illumina- 
tion included an argon lamp, carbon arc 
and an iron spark lamp. The actual 
stages of jewelry manufacture were 
shown by several debutantes who have 
taken up jewelry making in earnest as a 
hobby. These young women sat at the 
bench and fashioned jewelry before the 
eyes of the visitors. A display of the 
* various precious metals, provided by 
Handy & Harman, was shown under the 
auspices of the Varni concern. 

Another interesting feature of the Hob- 
by Show was the remarkable collection 
of rare timepieces assembled by Major 
Paul M. Chamberlain. All the famous 
horologists were represented in this dis- 
play. The creations of Mudge, inventor 
of the lever escapement, Graham, father 
of the cylindrical escapement, and of 
Tompion, English watchmaker of note, 
were among those shown, as well as 
several chronometers showing the devel- 





opment of this type of time-measuring 
device. One of the latter, a Jurgensen, 
is no larger than a woman’s wrist watch. 





Feldman Starts Series of New York 
State Regional Meetings 


The first regional meeting in 1934 of 
the New York State Retail Jewelers’ As- 
sociation was held April 3 in the Cham- 
ber of Commerce rooms, Yonkers. This 
gathering, which was called by Samuel 
Feldman, president, was the first of a 
series of meetings to be held in the larger 
cities of the state throughout the year to 
stimulate interest in association work and 
to keep the membership informed of the 
activities of the state body. 

Charles Ward, Yonkers, president of 
the Westchester County Jewelers’ Asso- 
ciation opened the meeting and introduced 
Mr. Feldman. The president described 
the work of the association in the fight 
against the two per cent sales tax, in 
which members of the executive commit- 
tee appeared before the State Assembly 
Committee on Taxation on behalf df the 
New York retail jewelers. Kenneth Van 
Cott, chairman of the complaints commit- 
tee of the local Code Authority for the 
New York Metropolitan Trading area, 
spoke on the subject of code compliance. 
He outlined the procedure for the regis- 
tering of complaints and urged those pres- 
ent not to hesitate in reporting violations. 
“It is impossible to enforce the code,” he 
said, “unless your committee is informed 
of violations.” Other speakers included 
Phineas Peters, George Korsunsky and 
Hyman Goldschmidt. 





National Gemological Research Ses- 
sion to Occur on Pacific-Coast 
This Summer 


Plans are announced by the Gemolog- 
ical Institute of America and the Ameri- 
can Gem Society in cooperation with 
instructors from California universities, 
regarding tentative plans for the first 
yearly intensified session of gemological 
research work to be conducted in Los 
Angeles this summer. 

The session will last three weeks, dur- 
ing which time the American Gem So- 
ciety’s graduate member and the Insti- 
tute’s certified gemologist course will be 
presented. Research work will be con- 
ducted for advanced students, and es- 
pecially for diamond and gem experts 
in the larger American importing and 
retailing organizations, who because of 
recent trade conditions have been unable 
to supplement their practical knowledge 
by the theoretical and scientific develop- 
ments in the field of gemology which have 
occurred during the last few years. A 
week-end visit to several Southern Cali- 
fornia gem mines with owner-gemologists 
as conductors is included in the agenda. 
Comprehensive individual laboratory in- 
struction will be given to every student. 
The enrollment will be strictly limited to 
12 jewelers; the staff of instructors and 
lecturers will consist of six persons. 
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Buffalo Watchmakers to Hold 
Convention 


BurrFa.o, N. Y., April 18.—The Buffalo 
Watchmakers’ Organization will hold a 
convention on May 28 and 29 at the Hotel 
Statler. Every local watchmakers’ organ- 
ization is being invited to attend this 
convention. 

The primary purpose of the organiza- 
tion is to improve conditions in the re- 
pairing trade and at this convention 
matters relative to the business will be 
discussed from various angles. Gelas 
Paquette is president. 





Treasury Decision Now Effective 
Increases Duty on Jewelry Parts 


A Treasury decision issued recently by 
Commissioner of Customs James H. 
Moyle rules that parts of jewelry and 
of articles designed to be worn on apparel 
or carried on or about or attached to the 
person, which do not exceed in value 20 
cents per dozen should be assessed with 
duty at the rate of one cent each and 50 
per cent ad valorem under Par. 1527 (c) 
(2) of the Tariff Act of 1930. These 
articles were formerly assessed at the 
rate of 100 per cent ad valorem. 

The Commissioner stated in a letter to 
the Collector of the Customs, New York, 
that “as the computation of duty in this 
manner will result in the assessment of a 
greater amount of duty than it has been 
the practice to assess, you are authorized 
to make the change applicable only to 
such merchandise as is entered for con- 
sumption or withdrawn from warehouse 
for consumption after 30 days after the 
publication of this letter in weekly Treas- 
ury Decisions.” 

According to importers in the jewelry 
trade, assessment of duty at one cent each 
and 50 per cent ad valorem on parts of 
jewelry valued at less than 20 cents per 
dozen will practically prohibit future im- 
portations of merchandise of this char- 
acter. 


“Loss Limitation Provision of Basic 
Retail Code Amended 


Wasuincton, D. C.—The NRA Admin- 
istration on April 16 made public a change 
in the “loss limitation” provision of the 
basic Retail Jewelry Code. This change, 
which became effective April 19, does not 
affect retail jewelers who operate under 
a Code of their own. 

The order states that 10 per cent of the 
cost to the merchant should be added to 
the article to cover labor costs, and that 
sale of goods for less than cost-to-mer- 
chant, plus 10 per cent, shall be a viola- 
tion of the basic Retail Code. “Cost to 
merchant” is defined as “the actual net 
delivered cost, less all discounts, or cur- 
rent replacement costs, whichever is 
lower.” 

A similar provision will be proposed 
as an amendment to the Retail Jewelry 
Code May 1, when a hearing on modi- 
fications of the Jewelry Code is scheduled 
to be held in Washington. In this amend- 
ment a labor charge of 20 per cent will 
be suggested as the required amount to 
be added to the net delivered cost. 
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Plans for Maryland-Delaware-District 
of Columbia Jewelers’ Convention 


WasuincTon, D. C., April 15.—Mem- 
bers of the Maryland-Delaware-District 
of Columbia Jewelers’ Association will 
hold their 20th annual convention on Sun- 
day, May 6, and Monday, May 7, at the 
Mayflower Hotel in this city. 

Sunday festivities will begin with a 
buffet supper followed by entertainment 
by local talent. Monday will be devoted 
to executive meetings and committee re- 
ports. The afternoon will be devoted to 
discussions of the retail jewelers’ code 
and other matters of importance to retail 
jewelers. 

A. C. Mayer is general chairman of 
committees and Albert Sigmund of R. 
Harris & Co., chairman of program. Wm. 
H. Wright of Galt & Bros., is chairman 
of the reception committee and Arthur 
Sundlum, A. Kahn, Inc., chairman of fi- 
nance and banquet. James Horning of 
George D. Horning is looking after the 
publicity for the convention and Clarence 
Pearson of Pearson & Crain is chairman 
of the registration committee. ‘The en- 
tertainment will be in the hands of Sidney 
Selinger of Selinger’s, and Mrs. S. Sel- 
inger will be chairman of the ladies re- 
ception committee. 





Brooklyn Retail Jewelers Hold 
Ninth Anniversary and Ball 


The roof garden of the Hotel St. 
George, on the evening of April 15, re- 
sounded to the merrymaking of the 
Brooklyn Retail Jewelers’ Association in 
celebration of the ninth anniversary of 
its founding. More than 300 members of 
the metropolitan trade were in attendance 
at this affair. 

Seated at the table of honor were 
President and Mrs. Phineas Peters, Mr. 
and Mrs. Charles T. Evans, Mr. and 
Mrs. Samuel Feldman, Mr. and Mrs. 
William Wagner, Mr. David Greenberg 
and Miss Ruth Barnet, and Mr. and 
Mrs. Milton Godin. 

After a few words of welcome by Mr. 
Godin, supervising chairman of the ban- 
quet committees, Toastmaster Greenberg 
introduced Mr. Peters. The president 
reviewed the growth of the Brooklyn 
association, from a small group organ- 
ized nine years ago by five jewelers, to 
its present proportions of one of the 
strongest local associations in the coun- 
try. After offering a toast to President 
Roosevelt, Mr. Peters appealed to the 
members to carry on the work of the plan 
which the President has initiated, that of 
the code of fair competition. Mr. Green- 
berg read a communication frora William 
D. McNeil, chairman of the National Re- 
tail Jewelers’ Code Authority, who was 
to have been present, but was detained in 
Washington. 

Samuel Feldman, president of the New 
York State Retail Jewelers’ Association, 
spoke briefly, followed by William Wag- 
ner, secretary of the local Retail Jewelry 
Code Authority. Then the toastmaster 
introduced those members of the local 
code authority who were present, includ- 
ing George Korsunsky, president of the 
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Bronx Retail Jewelers’ Association; Hy- 
man Goldschmidt, president of the Met- 
ropolitan Jewelers’ Association, and Ben 
Goldwyn, president of the Staten Island 
Retail Jewelers’ Association. Sidney Ber- 
man, president of the New York Jewelers’ 
Benevolent Association, was called upon 
for a few words. 

A distinguishing feature of the evening 
was the after-dinner addresses. The 
tables were then cleared away and the 
dancing followed. It should be men- 
tioned that not a little zest was added to 
the enjoyment of the guests by a vocal 
selection rendered by Messrs. Quayle, 
O’Brien and Bromley. 

The souvenirs for the ladies were beau- 
tiful silk umbrellas, while the gentlemen 
received leather wallets and key con- 
tainers made by C. F. Rumpp & Sons. 

Committees in charge of the affair, 
which were headed by Mr. Godin, in- 
cluded the following: banquet committee, 
Harry Brown, H. M. Partridge, A. Ey- 
pel; souvenir committee, Robert Lipton, 
I. Malvin, George Beldock; reception 
committee, Mrs. E. Woodruff, S. D’Espo- 
sito, A. A. Beck; entertainment commit- 
tee, Harry B. Rose, N. Kanigal, Charles 
E. Peters; finance committee, Charles 
Ross, H. L. Gross, A. M. Klausner; jour- 
nal committee, David Heft, A. Korn, H. 
Hoffman; floor committee, O. Silverberg, 
M. Bernstein, S. D’Esposito, S. Lyeo, M. 
Kahn. 





Horological Association of Cleveland 
Reelects Officers 


CLEVELAND, Oun10, April 17—The Horo- 
logical Association of Cleveland recently 
held its annual meeting and election of 
officers at Hotel Statler. There was a 
very good attendance, and upon the com- 
pletion of routine business there were 
nominations of officers. It was unani- 
mously decided to reelect those who 
have served the past year. They are: 
President, O. D. Staudt; vice-president, 
J. Atchison; treasurer, T. E. Miersch, 
and secretary, B. L. Waltz. 

President Staudt briefly reviewed the 
work accomplished by the association 
since its inception last year. A number 
of difficulties had been successfully over- 
come and the membership now comprises 
the majority in the trade. He stressed the 
need of the fullest cooperation in order 
that the unfair practices existing be elim- 
inated. 





Cleveland Code Meeting 


CLEVELAND, Onto, April 16—Over 100 
members of the jewelry trade of Greater 
Cleveland attended a meeting called by 
the local Retail Jewelry Code at the 
Chamber of Commerce Club on Friday 
evening, April 13. 

Clarence Rock of the Scribner & Loehr 
Co., chairman of the committee, presided. 
He started off the meeting by asking 
how many present had read the code. 
About 50 per cent responded. Mr. Rock 
then read the principal features of the 
code and urged everybody to thoroughly 
familiarize themselves with its provisions. 
He then introduced William H. Gray, 
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Administrator of Retail Codes Authority 
in Cleveland, whom, he stated, would 
have charge of the enforcement. 

The reason for this, Mr. Rock stated, 
was that the funds collected from the 
jewelry trade were insufficient to handle 
this phase of the code and that Mr. Gray 
already had a finely equipped organiza- 
tion which was doing splendid work for 
other trades in this respect. The dues 
received from the jewelers will be, there- 
fore, turned over to Mr. Gray to meet 
the necessary expense involved. 

Mr. Gray then outlined just how he 
and his organization proposed to go 
about enforcing the code and urged that 
every member of the trade give the full- 
est cooperation. The question period 
which then followed showed how keen 
the interest was. The meeting then ad- 
journed. 





Texas-Louisiana -Convention Dis- 
cusses Retail Jewelers’ Code and 
Reports Improved Business 


Dauias, Tex., April 26—The 28th 
annual convention of the Texas-Louis- 
iana Retail Jewelers Association was held 
at the Baker Hotel in this city on April 
23, 24 and 25. 

The convention was one of the best that 
has been held. It was crowded full of dis- 
cussions and helpful suggestions for re- 
tail jewelers who joined in condemning 
the retailing-wholesalers and urged their 
classification as retail jewelers. In fact, 
they instructed the state association officers 
to urge the National Retail Jewelry Code 
Council to make every effort to have re- 
tailing wholesalers placed under the retail 
jewelry code. Code matters were given a 
prominent place on the convention pro- 
gram and questions relative to the appli- 
cation of the code were numerous and it 
is safe to say that the retail jewelers car- 
ried home with them a much clearer 
knowledge of the Code of Fair Competi- 
tion for the Retail Jewelry Trade than 
they had previously had. 

In addition to an excellent program of 
addresses and discussions a merchandise 
show was held which attracted much at- 
tention and afforded opportunity for in- 
spection of new lines by retail jewelers. 

Myron Everts, Dallas, gave an interest- 
ing address on the “Retailing Wholesaler” 
and the convention went on record favor- 
ing the elimination of free engraving, en- 
dorsed the efforts of the State and Na- 
tional officers in their attitude regarding 
the enforcement of the gold, silver and 
platinum stamping laws and voted resolu- 
tions of appreciation to all who helped in 
making the convention a success. 

Improved business conditions were re- 
ported by the jewelers and this was fe- 
flected in the spirit of the convention. 

Officers were elected as follows: Presi- 
dent, L. S. Dickason, Byler; J. C. Ander- 
son, Lubbock, and R. J. Sledge, Houston, 
vice-presidents; Marcus Baerwald, Dal- 
las, secretary. 

The directors chosen are: Chase Hol- 
land, San Angelo; R. D. Armstrong, Wa- 
co; A. E. Gordon, Shreveport; Myron 
Everts, Dallas, and E. J. Palm, Austin. 

The convention will again be held in 
this city next year. 














Bergen County, N. J., Retail Jewelers 
Form Organization 


ENGLEwoop, N. J.—An_ organization 
called the Bergen County Retail Jewelers 
Association was formed at a recent meet- 
ing held in this city at which time officers 
were elected and the purpose of the or- 
ganization decided upon. 

The group is dedicated to the enforc- 
ing of the NRA code, to eliminate un- 
ethical jewelers using misleading meth- 
ods, to keep business in the county, and 
to encourage dealing with reliable mer- 
chants. 

Officers elected were: E. S. Vineburg 
of Vineburg Jewelers, Englewood, pres- 
ident; Jack Lebson of A. Lebson, Hack- 
ensack, vice-president, and Joseph M. 
Saunders of Saunders Jewelers, Hacken- 
sack, secretary. 

Mr. Vineburg is the NRA code au- 
thority for this vicinity. 





Old Gold “Faker” Jumps Bail 


The young man who was arrested re- 
cently in the pawnshop of I. Weisenberg- 
er & Son, Inc., 781 Eighth Avenue, New 
York, and charged with attempting to 
palm off as 18-karat gold a thinly plated 
silver buckle and a ring of the same 
material, after pleading not guilty to 
the charge in Special Sessions, has 
jumped his bail of $500 and has not been 
heard from since. 

This young man, who is 22 years 
old, formerly of 250 West 112th Street, is 
suspected to have been the same indi- 
vidual who sold a similar buckle to a 
Bronx retail jeweler, the fraud being 
discovered by Jacob Cohen & Son, Inc., 
102 Canal St., when the jeweler brought 
it there for sale. 

Detectives of the West Forty-seventh 
Street Precinct had warned Mr. Weisen- 
berger that a number of jewelers and 
pawnbrokers had purchased these 
fraudulent plated buckles and rings, later 
discovering that they are practically 
valueless. A heavy gold plate on the 
articles in places where tests would nat- 
urally be made, made the deception ef- 
fective. 

When this young man, who is said to 
have been a bus boy, offered the buckle 
and ring for sale at Weisenberger’s 
establishment, he was held there: while 
the article was carefully tested and found 
to be a fraud. He was taken into cus- 
tody by an officer who arrived soon after. 





Frank W. Bloomer 


PrRovipENCE, R. I., April 3—Attended 
by a large number of friends, including 
many men prominent in the jewelry man- 
ufacturing business in Providence and 
the Attleboros, funeral services for 
Frank W. Bloomer, veteran New Eng- 
land jewelry traveling salesman, were 
held yesterday afternoon at 2.30 o’clock 
from the Remington Funeral Home, 1604 
Broad Street, with Rev. Robert Robinette 
of the Trinity Episcopal Church at Paw- 
tucket, officiating. 

Bearers, all lifelong friends of Mr. 
Bloomer, were as follows: Harry Fisher 








of North Attleboro; Dan Childs of War- 
ren; Arthur Patterson of Attleboro; 
George White of Attleboro, and William 
Dunn and Fred Bullock, both of Provi- 
dence. Burial was in Elmgrove Ceme- 
tery, Allenton. Committal services were 
conducted by the Rev. Allen Green of 
Union City, N. J. 

For more than 60 years Mr. Bloomer 
lived in the Elmwood section of the city 
and at the time of his death was living 
at 355 Potter’s Avenue. 





Order of President Makes Non-Pay- 
ment of Assessments a Code 
Violation 


WasHINGTON—The NRA Administra- 
tion on April 14 announced an executive 
order of President Roosevelt giving 
General Johnson approval power over 
all budget and assessments of Code Au- 
thorities. The effect of this order and 
supplemental order issued by General 
Johnson will be to make failure to pay 
assessments for Code Administration a 
violation of the Recovery Act in all cases 
where Codes provide for assessments. 

The order also stated that industries 
operating under the jurisdiction of more 
than one Code would not be required to 
pay. assessment for the administration 
of more than one Code Authority. The 
Administration order says that continued 
non-payment after 30 days of the receipt 
of the assessment notice is a violation 
of the Code, but that members have a 
right to file protest with the authorized 
agent for the National Code Authority, 
or directly with the NRA within 15 days, 
on the ground that such contribution is 
unjust. 

It is not to be considered a violation 
where a member of a trade or industry 
fails to contribute to the expense of the 
Administration of the Code which cov- 
ers a trade which is not his principal 
line of business. 

In cases where a Code contains a pro- 
vision making non-payment of an equi- 
table share of the Code Administration 
a Code violation, failure to pay an assess- 
ment will be considered a violation of 
the Code, and the individual or concern 
failing to make such contribution will 
be subject to the penalties of the Act. 

The Administrative order, which was 
released by Col. G. A. Lynch, the new 
Administrative officer of the NRA acting 
for General Johnson, will mean that all 
collection of money for Code Administra- 
tion must cease until the budgets of the 
various Code Authorities and their meth- 
ods of assessments and the amounts of 
those assessments have received the ap- 
proval of the NRA. The effect of this 
order upon the retail jewelry industry 
will be far-reaching. It means that de- 
partment stores having large jewelry de- 
partments will not be required to pay 
assessments to the National Retail Jewel- 
ry Code Authority. Such jewelry depart- 
ments, however, will come under the 
jurisdiction of the Fair Trade Practice 
provisions of the Retail Jewelry Code. 
All assessments of those establishments 
who have jewelry departments, but 
whose principal line of business is not 
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jewelry, will be payable only to the 
Code Authority which governs their prin- 
cipal line of business. The order does 
however, provide an exception whereby 
Code Authorities other than the one for 
which the company is paying assessments 
may submit evidence to support the con- 
tention that they also should be allowed 
to levy on that company. 

There are in the jewelry trade large 
jewelry establishements which have one 
or more departments, in which are sold 
other than jewelry lines. Up to the js- 
suance of this order, the assessments paid 
to the Jewelry Code Authority for the 
employees in these departments have 
been refunded to such establishments. 
These refunds will be returned to the 
Retail Jewelry Code Authority with, of 
course, the approval of the NRA Ad- 
ministration. On the other hand assess- 
ments received by the Retail Code Au- 
thority from department stores for jewel- 
ry departments will have to be refunded. 





Sent to Prison for Eight Years 


ProvipENcE, R. I., April 10.—Frank 
Barry, 43 years old, of 60 Perry Ave., 
Worcester, Mass., who has a long prison 
record, has been sentenced to eight years 
in State Prison by Judge Philip C. Joslin 
in Superior Court on a charge of break- 
ing and entering a shop in the day time 
and larceny. 

Barry heaved a brick through the win- 
dow of the Kaplan Co., retail jewelry 
and diamond store, at 199 Weybosset St., 
one morning in November and grabbed 
17 watches. 





Luncheon Meeting of Chicago 
Jewelers Association 


Cuicaco.—The regular luncheon meet- 
ing of the Chicago Jewelers’ Association 
held at the Palmer House on April 19 
was largely attended and proved most 
interesting. President Lou Buss presided 
over the business session. 

The special resolutions committee con- 
sisting of Sol Hess, Guy V. Dickinson, 
and Wm. Drexmit, appointed to submit 
resolutions of condolence for the loss of 
an ex-president and faithful member, C. 
P. Dungan, presented their report in the 
form of an elaborate hand engrossed 
folio which was presented to the family 
of Mr. Dungan. Secretary Louis Goldman 
read the resolutions as the members and 
guests stood in silent tribute. 

A brief report was made on crime 
conditions by Chairman Wm. Schlossman, 
of the Good & Welfare committee. This 
was followed by a report of Mr. Dickin- 
son, chairman of the Century of Progress 
committee, who told of the plans for the 
Diamond Exhibits, Inc., at the exposition 
this year. 

The speaker of the meeting was Charles 
Baumrucker, president of the National 
Credit Jewelers’ Association and chair- 
man of the Chicago District Retail 
Jewelry Code Authority. He discussed 
various features of the retailers’ code 
and told of the success they have had so 
far in eliminating objectionable practices 
in this district. 
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Moses Schwab 


CINCINNATI, OH10, April 20.—Members 
of the jewelry trade were grieved to 
learn of the death of Mose Schwab, one 
of the last of the old Cincinnati jewelry 
trade. He passed away, Saturday, April 
14, and was buried Monday. 

Mr. Schwab had been in business for 
over 64 years; originally started in busi- 
ness with L. Gutmann and withdrew 
later. He started in business under his 
own name about 1905 at the Andrews 
Bldg., 5th & Race Sts. The business was 
incorporated in 1923 as the M. Schwab 
Jewelry Co., at 413 Race St., in which 
he was associated with Gertie Schwab 
and Robert A. Vaupel. 

Mr. Schwab was for many years an 
active participant at the annual meetings 
of the National Wholesale Jewelers Asso- 
ciation. 





Manufacturing Jewelers Join in Pro- 
test Against Wagner-Connery 
Labor Bills 


ProvipENcE, R. I., April 10—Nearly 75 
business firms and individuals, including 
nearly a score of manufacturing jewelers, 
have aligned themselves with the Provi- 
dence Chamber of Commerce in opposing 
the Wagner-Connery labor bills. The 
Chamber’s board of directors had pre- 
viously branded these bills as a “direct 
interference with the operations of busi- 
ness and prejudicial to industrial re- 
covery.” 

“These firms have sent in copies of the 
vigorous letters and telegrams of protest 
that they have sent their Senators and 
members of Congress,” states Executive 
Secretary of the Chamber Richard B. 
Watrous, “and undoubtedly there are 
many more who have sent protests but 
have not notified us of their action. We 
sincerely hope, because we believe it is 
for the best interests of business and in- 
dustry, that these measures will be de- 
feated or at least amended so that their 
objectionable features will be modified 
or eliminated.” 





Jamaica, L. |., Auction Case to be 
Carried to New York State 
Supreme Court 


An appeal to the Appellate Division 
from the order of Justice Mitchell May 
of the Supreme Court of New York State, 
in which he denied a temporary injunc- 
tion to restrain the Jamaica Auction Gal- 
leries, Inc., from conducting an auction 
in violation of the Retail Jewelers’ Code 
of Fair Competition, was filed by David 
H. Greenberg, attorney for Harry Gross, 
jeweler of Jamaica, the plaintiff in the 
case, on April 17. 

The appeal marks the second act of 
the “drama which will test the “teeth” of 
the National Recovery Act in its appli- 
cation as the Shacknell Law of New York. 

The motion for the temporary injunc- 
tion, which was denied by Justice May 
in his decision handed down March 20, 
was based on affidavits purporting to 
show the nature and extent of code vio- 
lation, and the decision rendered on the 
motion by Justice May as well as the 
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ruling which the Appellate Division will 
make, will in no way settle the merits 
of the case. This will remain for the 
trial to decide. 

In his decision Justice May held that 
the code is not in violation of the Con- 
stitution of the United States. He also 
found from the evidence submitted on 
the motion that “it affirmatively appears 
that some of the articles of general mer- 
chandise offered to the public by the de- 
fendant consist of jewelry.” However, 
despite the fact that on the basis of the 
evidence submitted the Justice found the 
code to be constitutional, and that the 
auctioneers were selling jewelry articles 
without obtaining a permit as required 
by the retail code, he refrained from 
granting a temporary injunction, giving 
for his reason “that the issuance of an 
injunction herein might have a far- 
reaching effect, and seriously interfere 
with the business of many engaged as 
Auctioneers.” 

The defense of Abraham Brill, counsel 
for the Jamaica Auction Galleries, main- 
tained, first, that the code is unconstitu- 
tional, and second, that auctioneering is a 
form of business separate from the 
jewelry business, and therefore does not 
come under the jurisdiction of the retail 
jewelry code. 

In arguing the case for the plaintiff, 
Mr. Greenberg pointed out that shown 
by an affidavit submitted by the defend- 
ant, more than 50 per cent of the articles 
sold by the Jamaica Auction Galleries 
were jewelry merchandise. That such 
jewelry sales were to the consumer, and 
that according to the definition of a retail 
jeweler, as found in the code for the 
retail trade, this constituted selling 
jewelry at retail by a retail jeweler. 
Mr. Greenberg quoted Section 2 of Article 
1, which states, “The term ‘retail jeweler,’ 
as used herein, shall mean any individual 
or organization engaged wholly or par- 
tially in the retail jewelry trade.” He 
also called attention to Section N of Ar- 
ticle VIII, which denies the retail jeweler 
the right to sell at auction to a consumer 
without first having obtained a permit 
from the local Retail Jewelry Code Au- 
thority. The Jamaica Auction Galleries, 
Mr. Greenberg pointed out, had obtained 
no such permit, and asserting that this 
was distinctly a violation of the law of 
the State of New York, as found in the 
Retail Jewelry Code, rested his case on 
this evidence. 





Jewelry Student Wins Third Prize in 
Metropolitan Museum Exhibit 
Among the examples of the work of 


pupils in the New York City Free Adult * 


Art Schools, exhibited in Classroom K of 
the Metropolitan Museum, April 11 to 24, 
were numerous articles of jewelry and 
metal crafts designed by some 55 students 
of the class in jewelry design and manu- 
facture at the Central School of Business 
and Arts, an educational project spon- 
sored by the Jewelry Crafts Association 
of New York. 

Third prize of the whole exhibition, 
which displayed work in the fine as well 
as applied arts, was awarded to Walter 
Fox, member of the jewelry class. Mr. 
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Fox’s exhibit included a silver bracelet 
set with an amethyst, a copper and silver 
star bracelet and several rings. 

It was through the vision of the Jewelry 
Crafts Association that this class was 
begun in 1930, with Albert A. Verber 
as instructor. Starting with a registration 
of eight to 10 students, it has grown to 
its present proportions of an enrolment 
of 55, and Mr. Verber is today aided in 
his work by three assistants, George 
Martinek, Murray Bovin and Otto Meiss- 
ner, all practical jewelers with years of 
experience at the bench. 

On May 3 another exhibition of the 
work of the jewelry class will be held at 
the New York Industrial Art School, 214 
E. 42nd St., in the class rooms. Members 
of the trade are invited to visit between 
the hours of 7.30 and 9.30 p. m. “Critical 
appraisal of the season’s work,” says Mr. 
Verber, “will be welcomed.” 





Phillip F. Ross 


Phillip Fraser Ross, president of the 
Ross-Pennell Co., Inc., 677 Fifth Ave., 
and associated with Tiffany & Co. for 
more than 25 years, died the morning of 
March 29 in St. Luke’s Hospital New 
York. He was 66 years of age. Funeral 
services were held from the late home, 
32 Flint St., Larchmont, with burial in 
Woodlawn Cemetery. 

Born in Toronto Mr. Ross came to this 
country in 1899 after a short time in the 
employ of a Canadian jewelry firm. For 
a brief period he worked for Theodore 
B. Starr, after that joining Tiffany & Co., 
with whom he remained until 1922 when 
he organized the firm of Ross-Pennell Co. 
in association with Wallace N. Pennell. 

Mr. Ross was recognized as an author- 
ity on pearls and in 1922 purchased dia- 
mond fields in British Guiana. He was 
the owner of an extensive art collection 
and was known throughout the United 
States and Canada as an athlete. 

He was a member of the Westchester 
Hills Country Club, Larchmont Yacht 
Club, Westchester Country Club, New 
York Athletic Club and the Canadian 
Club of New York. 

Surviving are his widow, Mrs. Florence 
Ross; a brother, John of Toronto, and 
two sisters, Mrs. William Mitchell of 
Toronto, and Mrs. James Scroggie of 
Winnipeg. 





John Milinsky 


Newark, N. J.—John Milinsky, one of 
the oldest jewelers of this city, died of 
heart trouble April 1 in his home, 154 
Ferry St., at the age of 62 years. Born 
in Russia, Mr. Milinsky came here 42 
years ago, opening a jewelry store at 
Springfield Ave. and Broome St. In 1892 
he moved the store to its present Ferry 
St. address, where his establishment still 
stands. 

He was a member of several phil- 
anthropic organizations, a director of the 
Hebrew Free Loan Society and of the 
Morton Street Talmud Torah. He was 
also a charter member of the Independent 
Order of Brith Abraham. 

Surviving are his widow, Mary Milin- 
sky, two daughters, two sisters and two 
brothers. 





























This ‘short-cut’ loca- 
tion saves Time and 
Money in New York... 


The Piccadilly is “close to every- 
thing.” Ninety per cent of your 
calls are within a few minutes’ 
radius of this new hotel, and its 
short-cut location will save time 
(and taxi fare) in covering the 
town. 


And when you need relaxation, 
you are right in the center of thea- 
tres and amusements ...to say 
nothing of the Piccadilly’s own 
“Silver Lining” Cocktail Room .. . 
Perfect. De luxe dinner and sup- 
per, with dancing in the Georgian 
Room, for one dollar! 

The Treasurer himself will ap- 
plaud your keen sense of values in 
choosing this hotel, where com- 
fortable rooms and delicious meals 
are bargains. 


RATES FROM 


*2.9U 


ROOM WITH BATH 
450 Outside Rooms 


Hotel 


PICCADILLY 


45TH STREET, WEST OF BROADWAY 
William Madlung, Managing Director 











New York Retail Code Authority 
Goes Into Action 


Ninety-five per cent of the “dollar 
watch repairing” signs in the metro- 
politan district of New York City have 
been removed as a result of the activity 
of the New York Retail Jewelry Code 
Authority, reported George Korsunsky, 
member of the Complaints Committee, at 
a meeting of the Executive Board of Re- 
tail Jewelers’ Associations of New York, 
at the Hotel Commodore, April 6. 

Mr. Korsunsky said that the appraising 
evil has been greatly diminished because 
of the paragraph which requires all ap- 
praisals to be made over the appraiser’s 
signature. Careless estimates and “knock- 
ing” of. competitors’ merchandise are be- 
ing eliminated through this fair trade 
practice provision, he said. Outlining the 
work of the committee in the fight against 
retailing by wholesalers, he said, “NRA is 
the law of the land and we are going to 
prove that it has teeth by enforcing the 
fair trade practice provisions of our 
code.” 

Phineas Peters, chairman of the Board, 
announced that it had been suggested that 
the local jewelers invite the State con- 
vention to New York City in 1935. This 
was put in the form of a motion by Henry 
Astor and passed by the board. 





Jules Racine 


In the death, April 1, of Jules Racine, 
for about 45 years head of the well-known 
watch importing house of Jules Racine 
& Co., the jewelry trade of New York 
lost a prominent figure and the watch 
industry one of the surviving links with 
the pioneer watch houses of the country. 
Mr. Racine passed away at his home, 
28 Little Clove Road, Sunnyside, after a 
long illness and the remains were in- 
terred, April 4, at Moravian Cemetery. 

A native of La Chaux de Fonds, 
Switzerland, he was born Oct. 24, 1856, 
and his ancestors were prominently con- 
nected with the watch trade for many 
years. He was the nephew of Julian 
Gallet, who had started in the manufac- 
turing business at Chaux de Fonds in 
1826 and who opened a New York office 
and branch of the concern in New York 
30 years later. Mr. Racine came to this 
country and at that time had been ad- 
mitted into an interest of the Gallet firm 
with Charles Perret. In October, 1890, he 
and Charles Perret succeeded to the busi- 
ness in New York under the style of Jules 
Racine & Co., which was continued as a 
partnership from that time, under the old 
name, even after Mr. Perret had passed 
away in January, 1916. Mr. Racine con- 
ducted business alone for many years and 
in 1920 admitted as a partner, George 
Wallace, who had joined the firm after 
Mr. Perret’s death and who for the last 
decade has had active charge of the 
business. 

Mr. Racine never married and is sur- 
vived by a sister, Miss Adrienne Mon- 
tandon, and some nephews and nieces in 
Geneva. 

Deceased indulged in few _ hobbies 
and occupied his time with his business 
and with philanthropic work of the Brez 
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Foundation, of which he was president 
and treasurer. Outside of the Swiss So. 
ciety and the Maiden Lane Historica] 
Society he was a member of few organ- 
izations except the Masonic fraternity in 
which he was admitted as a young man 
in Switzerland. He was an honorary 
member of Tompkins Lodge of Stapleton, 
3. 1. 

Mr. Racine was in business for many 
years in Maiden Lane, first at No. 1 and 
later in the Lorsch Bldg., 37 Maiden Lane 
until the removal of the firm to 20 West 
47th St., about 10 years ago. 

The business will be continued by his 
partner, Mr. Wallace. 





Hamilton Watch Co. Announces New 
Distribution Plan, Effective May 1 


With the purpose of establishing a sales 
policy which, according to W. Ross At- 
kinson, sales manager, is “to eliminate 
harmful and destructive practices and to 
confine the sale of Hamilton watches to 
ethical retail outlets, thus insuring a fair 
profit to dealers and an honest value to 
consumers,” The Hamilton Watch Co. on 
May 1 will inaugurate its new Zone Dis- 
tribution Plan. 

Under this plan the Hamilton watch 
will be sold to retail jewelers by a limited 
number of wholesalers operating within 
21 zones, into which the country has been 
divided. During the months of March 
and April regional meetings were held by 
Mr. Atkinson and Messrs. Halligan, Hall, 
Kant and Keenan, members of his sales 
and research staff. Wholesalers were or- 
ganized under the new plan in New York 
City, Providence, Boston, , Baltimore, 
Philadelphia, Chicago, Cincinnati, Indian- 
apolis, St. Louis, Kansas City, Seattle, 
Portland, San Francisco, Los Angeles, 
Dallas, New Orleans, Atlanta, Buffalo, 
Cleveland, Toledo, Minneapolis, Omaha, 
Lincoln and Des Moines. The result of 
these meetings was the realignment of 
Hamilton wholesalers according to zones. 

The Zone Plan, it was announced, is 
the result of three years of study and 
deliberation by the Hamilton Sales Re- 
search department. It grew out of an 
analysis of successful methods of sales 
and merchandising in other fields, with 
consideration given to the abuses peculiar 
to jewelry merchandise distribution. The 
plan will be supported by a campaign of 
consumer and trade advertising. 





February Imports and Exports 
of Jewelry 


Imports of jewelry during February 
amounted, in all, to $10,713, according to 
the report of the Bureau of Foreign & 
Domestic Commerce, of which the value 
of the gold jewelry was but $881 and 
that of all other jewelry, $9,832. During 
the same month we imported silver-plated 
utensils, hollowware and flatware valued 
at $42,083 and other silver-plated ar- 
ticles of $4,402. 

During February we exported but $200 
in fine jewelry, $29,665 of cheaper jewel- 
ry, $2,149 of sterling silver and $5,035 of 
silver-plated ware. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


The Enamelart Co., Inc., has opened 
new sales rooms at 10 W. 33rd St. 


J. Horwitz & Son have moved from 
14 Maiden Lane to 21 Maiden Lane. 


G. Scognamiglio, dealer in corals and 
cameos, after 18 years at 9 Maiden Lane, 
has taken new quarters in 48 W. 48th St. 


McGeary & See, retail jewelers, have 
taken new quarters on the 23rd floor 
of 580 Fifth Ave. 


A. A. Goldfluss & Co., for 15 years 
located in 21 Maiden Lane, have moved 
to Room 1903, 15 Maiden Lane. 


Tenen Bros., manufacturers of platinum 
jewelry, 83 Canal St., have moved to 71 
Nassau St., Room 503. 


Atikian & Co., novelty jewelry, former- 
ly 303 Fifth Ave., have leased space in 
48 W. 48th St., and are taking occupancy 
May 1. 

The New York agency of the Omega 
Watch Co. is now located in Room 2310, 
580 Fifth Ave., corner of 47th St. Wm. S. 
Frink is in charge. 


Abelson & Braun, Inc., ring mounting 
manufacturers, 407 Mulberry St., Newark, 
on or about May 1 will remove to 449 
Washington St., that city. 


Ayre & Taylor, Inc., for many years 
retail jewelers at 2 W. 43rd St., have 
removed to new quarters in the new gem 
center, 608 Fifth Ave. 


The Sessions Clock Co. has announced 
the removal of its New York offices from 
233 Broadway to 535 Fifth Ave., at 44th 
St, Rooms 1704-1705, taking occupancy 
May 1. 

George Frey, 23 Maiden Lane, repre- 
senting the A. L. Lindroth Co., Inc., and 
the Plainville Stock Co., Inc., left April 
23 on a trip through the middle west. 
Mr. Frey will return to New York about 
May 10. 

Stephen Varni of the Stephen Varni 
Co., 15 Maiden Lane, delivered an illus- 
trated lecture on gems at Tabernacle 
Lodge No. 598, F. & A. M., Carnegie 
Hall, Chapter Room, 57th St. at 7th Ave., 
on April 4. 


J. & L. Hartzberg, diamond importers 
and manufacturers of platinum jewelry, 
have combined their offices and factory 
in new quarters in 665 Fifth Ave., corner 
of 53rd St. The concern formerly had 
offices in 48 W. 48th St. 


The Paul-Fred Co., 65 Nassau Street, 
wholesaler of watch and clock materials, 
has recently purchased the Junghans 
clock materials consisting of a complete 
stock of materials for the chime, cuckoo, 
400-day, swing, novelty wall clock, Doxa 
traveling and Junghans watches. 


Raymond M. Hay, who has been associ- 
ated with the Silver Plated Hollow-Ware 
Manufacturers Bureau as assistant to 
G. P. Byrne, secretary of the Bureau, has 
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returned to Coshocton, Ohio, because of 
the illness of his father, C. M. Hay, a 
retail jeweler in that city. 


Max Goodman, prominent St. Paul 
wholesale jeweler at 104 Bremer Arcade, 
sailed April 13 on the Majestic on a two 
months’ trip to Antwerp, Amsterdam and 
other European points. Mr. Goodman 
was accompanied by his brother, Theo- 
dore, Minneapolis. 


W. D. Sinnock, representing Henry 
Rufeisen, Inc., 126 South St., Newark, 
N. J., who has been connected with the 
jewelry business for many years, passed 
away in San Antonio; Tex., on April 12. 
He was 68 years old. His father was the 
original Sinnock of Sinnock & Sherrill. 


Meyer L. Robbins, of. Untermeyer-Rob- 
bins & Co., Inc., manufacturing jewelers, 
at 136 W. 52nd St., sailed April 26 on 
the Berengaria on a trip to Amsterdam 
and Antwerp. He will also visit Paris 
and possibly Switzerland. Mr. Robbins 
will return in about six weeks. 


Paul & Max R. Gutenstein, for many 
years managers of Charles Holl & Co., 
Inc., have taken over the factory of that 
firm at 18 E. 53 St. Under the name of 
Gutenstein Brothers, they are now pro- 
ducing a line of fine diamond goods to- 


gether with jeweled cigarette and vanity * 


cases. 


Mears & Co., retail jewelry concern at 
170 Broadway, on April 28 closed its 
doors for the last time. The firm began 
in business 22 years ago, at 46 Cortlandt 
St., removing to the Broadway address 
about 12 years ago. The liquidation was 
announced by N. A. Burthell, manager 
of the store. 


At a recent meeting of the board of 
directors of Larter & Sons, Inc., 88 Park- 
hurst St., Newark, Warren R. Larter, 
brother of the late Harry Larter, was 
elected president of the concern. Monroe 
Larter, son of the late Halsey Larter, 
was elected vice-president and treasurer. 
George A. Schuetz will continue as direc- 
tor of sales. 


The Pierce Watch Co. has announced 
its removal to larger quarters in 60 E. 
42nd St. Otto Glahn has been appointed 
sales representative for the concern in the 
States of Wisconsin, northern Michigan 
and Illinois. William Schlesinger is cov- 
ering the middle west; M. J. Fineberg, 
New York and western Pennsylvania, and 
H. C. Viele, the southeastern territory. 


Joseph Mazer, at one time vice-presi- 
dent of the American National Retail Jew- 
elers’ Association and for several years 
a diamond importer of New York, is now 
a practising attorney at Detroit, Mich. 
Mr. Mazer paid a visit to New York last 
month, calling upon THE JEWELERS’ CIRCU- 
LAR, the A.N.R.J. Association headquar- 
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Wooden Clip Watches 
Wooden Baguette Watches 
Men’s Wooden Watches 


De Frece Watcu Co., Inc. 


48 West 48th St., New York 


HAIRSPRINGS 
















AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 

pa > 18s. FLAT.....8 .75 

o 18s. BREGUET .$1.25 

SWwIiss HAIRSPRING SERVICE, Inc. 

116 Nassau Street, New York City 


Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and 
Work Carefully and Promotio Wittes 


Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. $. Watch Dial Mfg. Corp. $4;S5 Yassan 

















CULTURED PEARL 
NECKLACES 
Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 
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NORMAN M. MORRIS 
542 FIFTH AVE. NEW YORK 
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CHINESE GEMS Co; 


INCORPORATED yy, 
ywrort JADE YOLESALER 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 








Highest Cash Prices Paid 


for all or part of your jewel me. with or with- 
out fixtures. We have bought and Ceghentes 
leading jewelry concerns. a 4 with 

— obligation. Established 36 years same ad- 


Brooklyn Purchasing Syndicate 
Frank Walker, Proprietor. 
610 Broadway, Brooklyn, | | 4 
Telephone: Pulaski 5-1798. 
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KENNGOTT BROTHERS 
80 Nassau Street, New York, N. Y. 


JEWELRY REPAIRING and 
SPECIAL ORDER WORK 
Real and Imitation Shell Combs— 


Som Shoes Metalized— 
Genuine VARNISTARS and VARNICROSSES— 














Prompt Matt Service 








The Gift To Her Fiancé 


THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hil! 2-8838 


REPAIRING 


JEWELRY — SILVERWARE 








142 Fulton St., New York 





HAIRSPRINGS VIBRATED 


By Experienced Swiss Woman—While Yeu Walt 
AMERICAN AND SWISS MATERIAL 
Complicated and Fine Watch Repairs 


ROLAND GLOOR CO. 
10 West 47th St., Room 1206, New York, N. Y. 














WATCH STRAPS 


We are now supplying quality leather watch 
straps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us now and profit by our experi- 
ence. Retailers order thru jobbers. 


WESTERMAN MFG. CO. 
136-140 W. 21st St., New York, N. Y. 











ROUGH OPALS 


DIRECT FROM AUSTRALIA 
Lane Trade Parcels in 50 or 100 
Lots ~. gg te $10.00 
Also Black Opals and Collectors 
Specim 
Write for - Lists 


N. H. SEWARD 457 Bourke St. 
Melbourne, Australia 








EXPERT REPAIRS 
SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 2'7.E. 8th st. 


New York 











Antique Jewels 


Heirlooms from Estates 
Selection Package Sent Upon Request 


DAVID SCHWARTZ 
Wholesaler 
15 Maiden Lane New York, N. Y. 
REctor 2-4159 
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ters and a few of his old friends during 
his stop in the metropolis. 


At the last monthly meeting of the 
Jewelers 24 Karat Club held April 18 
at the club rooms, 608 Fifth Ave., an- 
nouncement was made of the spring out- 
ing and golf tournament by Vice-presi- 
dent Lamont, chairman of the outing 
committee. This event will take place 
Wednesday, June 13, at the North Shore 
Country Club, located near Manhasset 
and Sea Cliff, Long Island. It will be 
exclusively for members of the club. 


Two armed men entered the store of 
Abraham Forer, 641 Tenth Ave., 9.30 
a. m. the morning of April 20, while the 
jeweler and Mrs. Forer were sitting at 
breakfast in the rear of the store. One 
of the intruders struck Forer over the 
head with a revolver butt. They tied him 
and his wife up and escaped with general 
merchandise worth between $5,000 and 
$6,000. At Forer’s request they did not 
take watches which had been left for 
repair. 


Joseph Hendler, partner in the firm of 
Drazin & Hendler, 139 Hester St., died 
March 27 of double pneumonia, follow- 
ing an illness of one month. He was 25 
years old. He had been in the watch 
materials and jewelers’ supplies business 
for about a year and a half. He was a 
member of the New York Jewelers’ 
Benevolent Association. Funeral was held 
March 28 from the Riverside Memorial 
Chapel, with interment in New Mt. Car- 
mel Cemetery. 


At a meeting of the New York Jewel- 
ers’ Benevolent Association held April 17 
in Proctor’s Lodge Rooms; 148 E. 58th 
St., Max Kleinman, 64 W. 48th St., and 
James Rainess, 2211 Broadway, were 
awarded honorary life memberships in 
the organization. Both men have been 
members of the Benevolent for 40 years, 
making them candidates for this honor 
and privilege. Following this ceremony, 
one of the famous Benevolent “Monte 
Carlo Nights” ensued. 


Dealers and importers of china report 
a definite increase in business and are 
preparing for larger orders than ever 
next fall. Meredith Miller, of Maddock 
& Miller, 129 Fifth Ave., left recently 
for England to visit the various firms of 
potters which his concern represents. 
Gilbert Pitcairn, Wm. S. Pitcairn, Inc., 
105 Fifth Ave., sailed April 21 for a 
tour of the Royal Doulton and other pot- 
teries. Jules H. Venon will sail May 12 
for Sweden where he will arrange with 
his fine glass manufacturer for new fall 
patterns. 


William Schneiderman, Bronx retail 
jeweler at 348 E. Fordham Road, is re- 
covering from a broken collar bone which 
he sustained in a chase after the young 
man who has been offering fake old gold 
for sale to the retail trade in various 
parts of the metropolitan area. Mr. 
Schneiderman bought one of the buckles, 
which are fine silver with a heavy gold 
plate, and after testing the article quickly 
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dashed into the street after the man who 
had just left. After chasing him fo; 
several blocks, Mr. Schneiderman slipped 
on the curbstone and was injured. 


Speaking of the Federal gold regula- 
tions as to buying and selling gold, 
Handy & Harman announced last week- 
“Word has just been received that the 
expiration date for gold licenses now held 
has been extended from May 1 to June ]. 
Nevertheless, if you have not sent in your 
application for a new license, you should 
do so promptly. If your application has 
been in for some time and you have not 
received a new license, do not be 
alarmed as we are informed that there 
is some delay in sending out the new 
licenses, but they will be sent before the 
new expiration date of June 1.” 


A regular meeting of the Precious Stone 
Dealers Association was held at the Hote] 
Bristol, Thursday evening, April 19. Ed- 
ward Sunnick, executive secretary of the 
Congress of Precious Jewelery Producers, 
gave an address on the code for that 
industry. It was reported at the meeting 
that the board of directors of the asso- 
ciation had obtained a public retraction 
from a department store regarding the 
advertising of imitation stones as syn- 
thetic stones. It was decided as the result 
of a questionnaire that it be compulsory 
that offices be closed all day on Saturdays 
during June, July and August. 


Mrs. Edith Huntemuller Kirk of Balti- 
more, widow of the late Henry Charles 
Kirk, the former president of Samuel 
Kirk & Sons, Inc., died at the New York 
Hospital, April 11, in her sixty-third year. 
Mrs. Kirk was descended from John 
Frederick Amelung, one of the first 
makers of glass in this country. Her late 
husband, who passed away Feb. 28, 1932, 
was the descendant of the family long 
known in the silver craft, and his firm 
was the oldest silversmithing concern in 
America. She is survived by three 
daughters, Mrs. W. T. Hollingsworth 
and Mrs. Jacques Raffray of York and 
Mrs. Meyric R. Rogers of St. Louis. 


The New York School of Display, 37 
W. 52nd St., celebrated the completion 
of its first term of work by a tea and 
exhibition held in the school’s new quar-— 
ters on April 5. Many leading display- 
men of Fifth Avenue attended. Work ac- 
complished by the students during the 
term of 12 weeks included some 200 
sketches of displays, as well as several 
miniature models of windows. It was 
the consensus of opinion that the work 
was extremely promising and that Mrs. 
Polly Pettit, director of the school, has 
made a distinct contribution in providing 
trained people for a field in which there 
are unusual possibilities for development. 


The Imperial Jewelry Co. is the name 
of a new corporation which has engaged 
in the wholesale watch and jewelry busi- 
ness at 17-23 John St. The incorporators 
are Eva Guskof, president and Norbert 
Kanigel, secretary and treasurer. Mrs. 
Guskof was formerly associated with the 
late Frank Guskof at 93 Nassau St., the 
business conducted by her husband. This 


(Turn to page 93) 


THE JEWELERS’ CIRCULAR 
for May, 1934 

















New York Notes 
(From page 92) 


business was purchased by Mr. Kanigel 
who conducted it for about four years 
when he retired. Mrs. Guskof and Mr. 
Kanigel have formed the new corporation 
and will conduct the business along the 
same lines followed by the old concern. 
The new corporation will carry both 
watches and jewelry. 


At the annual meeting of the Maiden 
Lane Historical Society, held March 29 
in the rooms of the Jewelers’ Security 
Alliance, 15 Maiden Lane, all officers 
were reelected. They are as follows: 
President, Henry Abbot; treasurer, Leo 
Wormser; secretary, Edwin H. Dean, 
and historian, Albert Ulmann. The trus- 
tees remain the same, with exception of 
Hiram A. Bliss, chosen to fill the place 
of I. W. Cokefair, deceased. The six 
vice-presidents of the organization are: 
A. L. Brown, Geo. E. Fahys, Joseph D. 
Little, G. H. Niemeyer, W. P. Sackett, 
and Otto D. Wormser. It was decided 
that the fall meeting, instead of the usual 
luncheon gathering, will be in the form 
of a beefsteak dinner, a greater attend- 
ance being anticipated at a function of 
this kind. It will be a complimentary 
affair, for members only. 


Silbermann, Kohn & Wallenstein, for 
many years located at 87 Maiden Lane, 
are now in their new and spacious quar- 
ters at 216 W. 46th St., where they oc- 
cupy the entire 14th floor. They have 
installed new fixtures and equipment and 
now have one of the most up-to-date 
establishments of their kind in the trade. 
Windows on both north and south sides 
make their factory and offices unusually 








MIRPO Silver Polish DeLuxe 


Easy to apply—easy 
to remove. Non- 
poisonous, non-irri- 
tating, non - inflam- 
mable, sanitary and 
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Order through your 
jobber. If your job- 
ber doesn’t stock it 
send your order di- 
rect to us. 


Send for free sample 
today. 
Mirpo Products Mfg. Co. 


The Silver Polish That 
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FULL VALUE ASSURED 
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220 Broadway New York, N. Y. 
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light and their location in the Grand 
Central zone, and only four blocks from 
Fifth Ave., makes it very accessible. 
Philip Silbermann founded the business 
in 1887 and in 1901 the firm name was 
changed to Silbermann, Kohn & Wallen- 
stein. In 1918 Philip Silbermann retired 
and in 1920, Milton H. Wallenstein re- 
tired. Maurice Kohn retired in 1930. In 
1930 Nathan Newman became president 
and treasurer of the firm and Isidore 
Garlin, vice-president. Mr. Newman is 
in charge of sales and Mr. Garlin, pro- 
duction manager. 


Ross Donaldson, chairman of the Out- 
ing Committee of the Maiden Lane Out- 
ing Club, has announced that arrange- 
ments are complete for the annual picnic 
to be held Saturday, June 2, at the Elk’s 
Club, Oakwood Heights, Staten Island. 
The program which Mr. Donaldson and 
his committee have prepared includes a 
number of unusual events and surprises 
which promise an exciting time for all. 
There will be the usual baseball game, 
novelty races and field competitions for 
the athletically minded. Bowling “sharks” 
will have ample opportunity to make “ten- 
strikes” to their heart’s content. “Hutch” 
has announced an official challenge to 
all comers. Quoit experts are practicing 
nights to be in a position to wrest the 
laurels of Fred Peixotto, one of the win- 
ners of last year’s contest. Following field 
events the members will throng to the 
banquet hall to be regaled with beefsteak 
dinners, after which Lew Price will ren- 
der the boys a little entertainment. 
Tickets may be obtained from the follow- 
ing members of the committee: Ross 
Donaldson, 9 Maiden Lane; Sam Cohen, 
102 Canal St.; Harry Bromley, 551 Fifth 
Ave.; Henry Green, 9 Maiden Lane; 
Harry Lynch, 20 W. 47th St., and Fred 
Peixotto, 21 Maiden Lane. 


The new home of the Chase Brass & 
Copper Co., which will be at 10 E. 40th 
St., is being decorated by the same de- 
signers who have made the Chase lines 
of brass, copper and chromium ware fa- 
mous for their smart, useful and decora- 
tive ware. The 46th floor, which in 
reality is a two-story room with a 
mezzanine, will reflect the artistry of the 
Gerths, who will carry out a color scheme 
of design in warm tones of browns and 
copper greens. Lurelle Guild, originator 
of many Chase articles, is designing the 
48th and top floor, which will be di- 
vided into a main hall and a number 
of small rooms, each fitted out in the 
decorative scheme of a different period. 
The large two-story central room on 
which the Gerths are working will con- 
tain the specialty display. Under the 
mezzanine in one corner is the entrance 
to the model gift shop, having two large 
show windows on either side of the door. 
The gift shop will exhibit model displays 
to point out to dealers advantageous 
means of showing the ware. Various 
other show rooms are adjacent to the 
main room. The period decorations by 
Guild on the top floor show each article 
in its proper setting and every room has 
been arranged with this idea in mind. 
The company will take occupancy early 
in May. 
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Cultured Pearls in all Sizes 





or Mounted as Necklaces, Studs, Rings, 
Scarf Pins, Earrings, Pins in Platinum 
or Gold. 

“The Pearl House” Leys, Christie & Co. 





Send Us Your 


Old Gold, Silver 
and Filled Scrap 


Immediate Cash Return. Your ship- 
ment held intact for your O.K. 





Three Generations of Service. 


M. L. GOLDMAN 


Refiner 


140 Mulberry Street, Newark, N. J. 














ATTENTION PAWNBROKERS 


We pay highest CASH Prices for your 


UNREDEEMED WATCHES 


Write us before selling 


PAUL ROSENBERG 





5 South Wabash Avenue, Chicago 
ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 
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Same in 15-Jewel 
$5.00 
Same in 17-Jewel 
$6.00 





‘Same in 12 size, P-Jewel <.csces $4.00 
wi a__ beautiful 15-Jewel .....00 5.00 
Fancy Silver Dial 17-Jewel .....-. 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for our New 1934 Circular 


PAUL ROSENBERG 


Successor to Lew & Rosenberg 
5 South Wabash Avenue, Chicago 
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We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 








peat College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 
Broad and Somerset Streets 
PHILADELPHIA, PA. 














THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. Philadelphia 





ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Menufacturers of the Best in Wedding 
R s for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 











BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 

Engravers, Jewelers 

Write for free book ‘‘Your Future and Our School.’’ 


JOHN J. BOWMAN, Director 
Bowman Bidg., Laneaster, Pa. 
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BYARD F. BROGAN 


Manubacturer of Distinctive Diamond 
Mountings and Wedding Rings 








' 107 Mint St. 








ENGLISH LEATHER 
WATCH STRAPS 


Highest quality in morocco, pigskin, and 
calf. Send 25c. in stamps for sample and 
price list. 


SOUTHERN IMPORTING CO. 
Charlotte, N. C. 








PHILADELPHIA 


Byard F. Brogan, manufacturer of 
diamond mountings, 805 Sansom Street, 
reports a substantial increase in business 
during the past two months. 

George S. Hagstoz of T. B. Hagstoz & 
Son, 709 Sansom Street, is now recuperat- 
ing in Atlantic City after a five weeks’ 
attack of pneumonia. 

Morgan’s Jewelry Store at Elizabeth- 
town, Pa., is now under the management 
of its new owner, Robert Hamilton. 


Mrs. Charles Feil, wife of the late 
Charles Feil, Wilmington, Del., recently 
passed away. 

F. B. Wallen, Camden, N. J., had full 
charge of the Easter Sunrise Services at 
5 o’clock on Easter morning at Lakeview 
Memorial Park. 

J. W. Schanley, Perkasie, Pa., is now 
recuperating from the results of a very 
bad accident in which he sustained a 
broken wrist. 


Frank Vogel of Alfred Humbert & Son, 
117 South Tenth Street, left April 23 cn 
a three weeks’ trip through Pennsylvania 
and Maryland. 

L. G. Gibbons of Fulmer & Gibbons, 
117 South Tenth Street, has returned 
home after a successful trip through the 
Middle West. 


Mr. and Mrs. William N. Crotzer, 109 
South Market Street, Nanticoke, observed 
their 38th wedding anniversary on April 
7 at their home. Mr. Crotzer has been 
engaged in the jewelry business for many 
years. His son, Richard, is associated 
with him. 


PITTSBURGH 


Mrs. Bertha Amsler Heeren, wife of 
Walter F. Heeren, president of Heeren 
Bros. Co., Penn Avenue, died April 18, 
at her home, 6025 Wellesley Avenue, 
East End, after a prolonged illness. 
Funeral services were held April 20, 
from her late residence. 


Two of Pittsburgh’s prominent retail 
jewelers—William J. Sample, vice-pres- 
ident of the Grogan Co., Wood and Sixth 
Streets, and C. Glenn Sipe, of the house 
of Sam F. Sipe, Wood and Diamond 
Streets, have returned to their respective 
places of business after prolonged ill- 
nesses. Both having undergone opera- 
tions. 

Robbers early on April 9 tossed a 
brick through a display window of John 
Motosicke’s jewelry store, Tarentum, 
Pa., and fled after scooping up jewelry 
valued at $300. The robbers have not 
been apprehended and the police are 
without clues. 





Platinum Market 


Platinum prices, as of April 24, were 
officially quoted as: 


ee Tee ee CP $38.00 
Comtatems S95 TCIM: 2 .cccccisececes 39.25 
Containing 10% Iridium .............. 0.5 

SEE 5.065444 14 bv 66 esas wares oe 60.00-65.00 
PRED. iu ah oe cov cessweawesnenes 23.00-24.00 
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FULMER & GIBBONS, INc, 
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CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #itapeteat 
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ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 


Refining of 
Precious Metals 
CLINTON REFINING CO., INC. 


ARK, NEW JERSEY 
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COMPLETE ASSORTMENT OF 
MOUNTINGS 
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TO FILL — eens 


Importer of 
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PRECIOUS 

AND 
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735 WALNUT ST., PHILADELPHIA 
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OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PROVIDENCE: 


Happenings in the New England Territory 


Wallace D. Kenyon and wife of North 
Attleboro have been sojourning at their 
winter estate in Middleburg, Va. 


Harold E. Sweet and wife of Attle- 
boro have returned from a several weeks’ 
cruise to the West Indies. 


J. Ellery Hudson for 36 years Factory 
Inspector of Rhode Island,~died April 1 
at his home at Harris, R. I., in his 84th 
year. 


The Sterling Bracelet Co., 45 Richmond 
St, is owned and operated by the Excell 
Manufacturing Company, William Kuch- 
ner, president. 


The Kantluz Co., Inc., has been in- 
corporated to manufacture jewelry with 
a capital of $50,000 by Earl C. Elliot, 
Robert Weinberg and Hugo A. Clason. 


Yanow’s Jewelry and Gift Company, 
Inc., of Woonsocket, has filed articles of 
incorporation with an authorized capital 
stock of 100 shares of common no par 
value stock. 


Stock and fixtures in the plants of the 
Federal Chain Co. and of DuKay Jewelry 
Co. in the building, 756 Eddy St., suf- 
fered several hundred dollars damage 
from water during a fire the other after- 
noon. 


The Premier Ring Co., Inc., is the 
name of a concern which has taken out 
a certificate of business incorporation 
at the office of Louis W. Cappelli, Sec- 
retary of State. The capital is 500 shares, 
no par value and the incorporators are: 
Carmela Tortolani and Agnes J. Bruno, 
Providence, and Paul Marino, Pawtucket. 


Alfred J. Moss, representing Sammar- 
tino & Sanchirico Co. and the Ross Jewel- 
ty Co., both of Providence, who has been 
spending much time in the factories 
working out his new lines, is now in 
his middle western territory showing 
some very smart items from both these 
manufacturers. 


The Temple Sales Co. of Providence 
has been incorporated under the laws of 
Rhode Island to conduct a manufacturing 
jewelry business with an authorized capi- 
tal of $25,000 divided into 250 shares of 
preferred at $100 each and 100 shares of 
common stock of no par value. The in- 
corporators are Arthur H. Feiner, N. V. 
Monahan and V. A. McGee. 


John Gautlierie, Anthony and Maria 
Licocelli and Salvator Giovanni are the 
incorporators of the Venetian Jewelry 
Corporation of Providence which has 
been granted articles of association with 
an authorized capital stock of $25,000, 
consisting of 250 shares of preferred at 
$100 each and 370 shares of no par value 
common. Later the stock was increased 
to $100,000 common no par value. 

Joseph T. Bacon, 53, a resident of At- 
tleboro most of his life and widely known 
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among sportsmen of Massachusetts and 
Rhode Island, died at his home, 18 John 
Street, Providence, recently, after a brief 
illness. For 25 years he was superintend- 
ent of jewelry production at the Bliss 
Bros. Co. in Attleboro. He is survived by 
a daughter, Mrs. Rachel Vernon of Mans- 
field, a brother, Dr. C. H. Bacon of Attle- 
boro, and a sister, Miss Sarah Bacon of 
Providence. 


Antonio Cirino, well-known Providence 
painter and head of the teachers’ train- 
ing department at the Rhode Island 
School of Design, was elected president 
of the Eastern Arts Association at the 
organization’s annual convention at 
Rochester, N. Y. Mr. Cirino has been 
a member of the School of Design fac- 
ulty since 1912, and has been awarded 
many prizes for his paintings at exhi- 
bitions in various cities. With Augustus 
F. Rose, he is co-author of the book, 
“Making and Designing.” 

Business of the Jewelry Design Regis- 
tration Bureau, 21 Waterman Street, is 
increasing. During the first week in 
April, 119 designs were registered. Under 
code provisions original designs which 
are registered with the bureau receive 
protection from infringement for one 
year from the date of filing. Manufac- 
turers are beginning to appreciate that 
they will save money by submitting their 
designs for registration before making 
expensive tools and dies for production, 
since these are a dead loss if some other 
manufacturer has registered a design 
with the same idea. 





Alleged Watch Smugglers Arrested 


The first major watch smuggling con- 
spiracy since the inauguration of the New 
Deal is allegedly laid to Messrs. Sinning 
and Goodman, charged with conspiring 
to bring illegally into this country 780 
Swiss watch movements, valued at from 
$3.00 to $15.00 each, or a total of approx- 
imately $6,500. The arrests were made 
on April 6 by Customs guards, who, it 
is charged, caught Wessel Sinning, chief 
baker of the North German Liner Europa, 
leaving his ship with the movements on 
his person concealed in a belt which was 
strapped beneath his clothing. 

The authorities allege that Sinning con- 
fessed his intention to deliver them to 
one Aaron Goodman. It is alleged that 
the guards accompanied Herr Sinning to 
his appointed rendezvous with Goodman, 
and there, after the latter is alleged to 
have accepted the movements from the 
baker, took him into custody. 

The two men were arraigned before 
Commissioner Garrett W. Cotter, April 
7. Goodman was released on $5,000 bail, 
while the Europa left for Germany the 
night of April 7 without its baker, Sinning 
being unable to provide his bail of $3,000. 
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WHERE TO BUY 











EUREKA MFG. 
TAUNTON, MASS. 
Wakers of 
SILVERWARE BAGS AND 


approved and ased by 


CO. 


ROLLS 


Leading Manutacturers and Retailers 


Samples on Request 





COMPANY 


F AN 





USE 
DIAMOND 


SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 


CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 








TongueTyed 


BRACELET PATENTED 





Also Makers of Men’s Buckles and Sets 


Cc. A. MARSH & CO., Ine. 


ATTLEBORO, MASS. 











DINIKS 


STERLING 








BENNETT 
FOR 
EARWIRES 
Largest Selection 
in the Trade 


T. 8S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 








| WHERE TO BUY 


Watcu ATTACHMENTS 








Ask Your Wholesaler for 


ESTENMADE 
A TRAP 


All styles and materials 
KESTENMAN BROS. MFG. CO. 


Providence, R. I, 




















| WHERE TO BUY 





Jj. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 


Write—Wire—Phone. We will call on you 
at our expense. Phone: Westlake 274 J1. 


P. O. Box 263, Cleveland, Ohio. 








A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 








A Half Century of Progress 
Jewelry Repairs and Special 


der Work 
Most Complete Jewelry Shop in U.S.A. 
Our Designer Is at Your Service 
Let Us Modernize Your Old Mountings 
and Diamond Rings 
Send a Sample for Estimate 
Prompt Service 


GRAFFE & STANEK 


29 E. Madison St. Chicago, IIl. 
Established 1879 
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29 E. Madison St. “CHICAGO, ILL. 





ED. H. CRONINGER CO. 


SPECIAL MANUFACTURING JEWELERS 


SPECIAL ORDER WORK & REPAIRING 
DIAMOND MOUNTINGS 


PRESENTATION JEWELS 
MEDALS—BADGES 
809 Walnut St. Cincinnati, Ohio 
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2 CHROMIUM 
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SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 

















CHICAGO: 


Jewelry News Flashes from the Great Central West 


Lloyd Laflin of the Elgin National 
Watch Co. spent three weeks last month 
on a ranch in Arizona. 


Emil Noel, wholesaler, who spent sev- 
eral weeks in Florida recently, has re- 
turned to Chicago and his office, much 
improved in health. 


Walter H. Butler, vice-president of 
E. W. Reynolds Co., Los Angeles, Cal., 
spent several days in Chicago recently 
visiting the trade here. 


Ciske & Dresch, platers and repairers, 
formerly located at 206 S. Wabash Ave., 
have moved to 17 N. Wabash, where 
they are located on the fifth floor. 


A. A. Jahraus, diamond setter, and 
E. L. Badgley, representing Harvey & 
Otis, are now located in Room 1106 of 
the Heyworth building. 


Hilding Jacobson of J. L. Jacobson Co., 
Omaha, Neb., visited members of the 
trade here recently, enroute to New York 
and other eastern markets. 


Jack Hamilton, formerly associated 
with his father, W. W. Hamilton, whole- 
sale jeweler in Denver, stopped in Chi- 
cago recently on a business trip east and 
visited friends in the trade. 


Jurow, diamond broker, and N. Rosen- 
feld and W. Ezgar, jewelry repairers, 
have moved from the Mallers building 
to the 12th floor of the Heyworth build- 
ing. 

The Clinton Watch Co., Heyman Wein, 
proprietor, has moved headquarters from 
27 E. Monroe St. to Suite 1107 of the 
Heyworth building. Philip Altschul Co., 
diamonds, has also moved from the 18th 
floor of this building to the same suite. 


Arthur L. Fuller, Chicago manager for 
the Towle Mfg. Co., has returned home 
after a three weeks’ auto trip through the 
Carolinas, Virginia and a visit in Wash- 
ington. Mr. Fuller was accompanied by 
his wife. 


The Chicago office and display room 
of the Towle Mfg. Co., which was lo- 
cated in the Heyworth building for more 
than 25 years, has been removed to the 
12th floor of the Merchandise Mart, 
where modernized fixtures have been in- 
stalled. 


William Lamb of the Chicago office of 
Geo. H. Fuller & Sons Co., accompanied 
by his wife, motored to Pawtucket, R. I., 
to attend a business meeting of the com- 
pany on April 18. C. Arthur Lundquist, 
also of the Chicago office, joined him 
there for the meeting. 


Henry Paulson of Henry Paulson & 
Co., material and supplies, left last month 
for an extended European trip. He sailed 
from New York to Italy. From there he 
expected to go to Switzerland, thence 
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through the countries of Europe, sailing 
for home from England. Mr. Paulson 
expected to be away about two months. 


The Chicago offices and salesrooms of 
Rogers, Lunt & Bowlen Co., silversmith, 
have been moved from the Silversmith 
building at 10 S. Wabash Ave. to the 
12th floor of the Merchandise Mart. This 
floor of the mart now houses four of the 
leading silver manufacturers: Rogers, 
Lunt & Bowlen Co., Inetrnational Silver 
Co., Towle Mfg. Co. and Reed & Barton 
Co. 


J. M. Braude, well known in the jewel- 
ry trade through his connection with the 
National Jewelers’ Board of Trade as at- 
torney for years, and son of Emil Braude, 
of Emil Braude & Sons, wholesale jewel- 
ers, was nominated as one of the Demo- 
cratic candidates for municipal judge at 
the primary held on April 10. Mr. 
Braude had previously been endorsed by 
the bar association for the position, 


Edward Kirchberg Jewelry Co., Inc., 
prominent State Street jewelry concern, 
has moved from 104 State St., where it 
has been located for many years, to 106, 
first room north of the old location. The 
move gives the the concern slightly more 
space, and, in addition to the State Street 
display windows, the company now has 
large display windows the entire length 
of the entrance and lobby of the building. 

(Turn to page 97) 


BEFORE YOU PURCHASE 
YOUR NEXT 
FIRE INSURANCE POLICY— 





Send for complete information 
on fire and windstorm insurance 
in the Jeweler's Own Company— 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 





THE BALL COMPANY 
WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 
CHICAGO 











Sterling Silver 


Marcasite Monograms 


Order One Now for 
Mother’s Day 

As Illustrated $20.00 
(Retail Price) 


Central Monogram Works 


7 W. Madison St. 
CHICAGO 
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Chicago Notes 
(From page 96) 


Complete new and modern fixtures and 
showcases have been installed. 


The mystery of the man whose car 
plunged off the Chicago River bridge on 
Peterson Ave., March 1, was solved early 
in April when his body was recovered 
by the bridge tender at Damen Ave., 
some distance down the river. It was 
thought at the time that it may have been 
Michael L. Werner, 2442 Eastwood Ave., 
who owns several jewelry stores in II- 
linois, as he had left home about that 
time and was not heard from. Many 
days were spent in search, but no positive 
identification could be made until the 
body was recovered. He is survived by 
his widow and one son, Chester. 


The Merchandise Mart has already be- 
gun preparations for several of its sum- 


Where to Buy 


DOMESTIC 
China and Glass 











“GOLDEN” 


by Sebring 
The very best for 
Special Sales 
WRITE FOR PRICES 
SEBRING POTTERY CO. 
Sebring, Ohio 
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LENOX CHINA 


SERVICE PLATES 
% DINNERWARE 
NOVELTIES 
LENOy Made in America 
LENOX, INC. Trenton, N. J. 














Where to Buy 
IMPORTED 
China and Glass 








Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment 
Copetand & Tuompson, Inc. 


206 Fifth Avenue 
New York, N. Y 














SHORT LINES—SERVICE PLATES 
Dinnerware from the 


Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York. N. Y. 


pA 1s) CC A se 
ROYAL CROWN DERBY 
ROYAL CAULDON CHINA 
COALPORT f China and Earthenware 
Service plates and short lines 
Wood & Sons Earthenware 
Gibson & Sons Teapots 


EDWARD BOOTE °%:37 ¥..23¢ st. 


NEW YORK, N. Y 
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mer events. Three important ones have 
been scheduled for July 30 to August 11 
inclusive. These are the Glassware. 
China & Pottery Market and the Chicago 
Gift Show to be held on the 15th floor, and 
the House Furnishings and Electrical Ap- 


pliance Market on the 14th. Elaborate 
plans are being made for attracting 
buyers to the glassware show. An edu- 


cational exhibit will be built, with histor- 
ical displays of various types. Manufac- 
turers whose products are. represented in 
The Merchandise Mart will cooperate by 
supplying: material for these exhibits. 


Charles F. Baumrucker, president of 
the National Association of Credit Jewel- 
ers and chairman of the Chicago Retail 
Jewelry Code Authority, won the nomi- 
nation for State Senator in the Seventh 
District of Illinois by a vote of approxi- 
mately six to one over his opponent. Mr. 
Baumrucker will be up for election on 
the Democratic ticket in the November 
election. Mr. Baumrucker has had a 
long and honorable career in Chicago, 
having been in business for 17 years as 
secretary and treasurer of Jones & Baum- 
rucker Co., jewelers. He is serving his 
seventh term as president of the Chicago 
Credit Jewelers Association, and his sec- 
ond term for the National Association of 
Credit Jewelers. He is president of the 
Village of River Forest; a member of the 
executive committee of Suburban Area 
Association of Chicago; and chairman of 
the executive committee of the Municipal 
Gas Protective Association. 





1934 Convention of National Associ- 
ation. of Credit Jewelers 


Cuicaco, April 15—It is announced 
that the interest shown in the 1934 Con- 
vention and Exhibition to be held at Hotel 
Sherman, Sept. 24 to 28, is greater than 
any convention held in the past three 
years, not only among the manufacturers 
who plan to exhibit, but among the in- 
dividual jewelers throughout the coun- 
try. 
Of the 68 space lay-outs, 34 spaces have 
already been sold to the following firms, 
and most of the balance are tentatively 
reserved: Art Ivory Mfg. Co.; Astorloid 
Mfg. Co.; Bulova Watch Co.; Buss- 
Linthicum-Thorson, Inc.; Continental Sil- 
ver Co., Inc.; Elgin National Watch Co.; 
England, Klein & Levy; B. & E. J. Gross 
Co., Inc.; Paul R. Gruen, Inc.; Hamilton 
Watch Co.; A. Hirsch & Co.; Interna- 
tional Silver Co.; Monarch Watch Co.; I. 
Ollendorff Co., Inc.; Oneida Community, 
Ltd.; M. A. Reich; Louis Stern, Inc.; 
Stern & Stern; Warner Jewelry Case Co.; 
West Bend Aluminum Co.; Helbros 
Watch Co.; and Wolfscheim & Sachs Co., 
Inc. 





Price of Silver Bars 


a. S. Newly- 
Government New Mined 
London Assay Sell- York Domestic 


Date Official ing Price Official Silver 

April 3 20 48% 46% 64% 

April 10 20% 49% 46% 64% 

April 17. 19% 47% 45% 6446 

April 24 1946 46% 43% 6414 
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Where to Buy 
IMPORTED 
China and Glass 





ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 
WH. 8S. PITCAIRN CORPORATION 


104 Fifth Ave. New York, N. Y. 
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Famous the World Over 
Available from New 


York Stoeks 
ROSENTHAL CHINA CORP, 149 Sth Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and desi 
Wire your urgent 8. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 
AT POPULAR PRICES 


Stock and Import 


J. H. VENON, Inc. wiw vork 
THEODORE HAVILAND 


FINE FRENCH CHINA 
00 " 
JOHN MADDOCK & SONS 
English Earthenware 
PEARLGRAFT POTTERY 
All in New York Stock 
VILAN 


HA D & CO., Ine. 
7 Re Rrd st. New York 


























ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 
ed een 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














DRESDNER ART DECORATIONS 
DINNER WARE 





ASSOCIATED CERAMICS 


14 West 23rd Street New York, N. Y. 














PLATINUM 


AND 


IRIDIUM-PLATINUM 


IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 


ALSO 
Hard Platinum, Palladium 


and 





Special Alloys for all purposes 


Platinum Wedding Rings 




















Old Gold is “pay dirt’. JOHNSON, MATTHEY 
When you buy old gold and Company, Inc. 

you make friends and cus- 15 West 47th Street, New York City 
tomers who will buy some ‘Telephone Bry 9-4645 | 
of the things they see on senenaniiiini iinet 
display. That means future safely rely on our products being exactly as represented. 
business. 





"| | 
ACCURACY 


PROM OT 
PA YMC AT 


send your 


OLD 
JEWELRY 


filings ana sweeps 


Meanwhile you can buy 
their old gold at a profit. 
You can always send ina 
lot for an accurate ap- 
praisal. Base your allow- 

- ance accordingly and, if it 
fails to please your cus- 
tomer we are ready to 
return the lot prepaid on 
request. 





Ship Direct to Dee 
We do not employ trav- 
eling gold buyers 











SPYCO 


SMELTING and REFINING CO. 
Minneapolis, Minn. 








T A (@) M A Ss A 
PRECIOUS METAL D E a &. te O REFINERS AND 
SPECIALISTS ), MANUFACTURERS 


35 E.WASHINGTON ST. CHICAGO 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the April issue) 


HAT accessories are required to complete the 
equipment of our traverse grinder outfit? 


Answer—First of all, we shall require a lap chuck. 
This is simply a solid chuck to fit our lathe head and it 
has a projection about three-quarters of an inch in length, 
which may be ground to a 2° taper to interchange with 














(Fig. 1) 


the end of our traverse grinder spindle. The lap chuck 
is a very important item, as all kinds of grinding wheels 
and laps may be mounted and turned true on the lap 
chuck ; then, when they are placed on the traverse grinder 
spindle, we may be quite sure that they will run true 
and perform first-class work. When ordering a lap chuck, 
it is a good idea to specify that the lap end of the chuck 
should be hard, although they are usually made so. 

We shall also require a medium and a fine grinding 
wheel, a copper lap (which will be charged with No. 2 
diamond powder), a boxwood lap, and an aluminum lap. 
The grinding wheel may be used for grinding hardened 
steel, and it may be used for grinding special jewels. 
The boxwood lap may be used with diamentine for fine 
polishing, and it may be used with No. 4 diamond powder 
for producing a very high polish on jewels. In this 
connection, it is a good idea to have two or more box- 
wood laps, so that each lap may be used with a certain 
grade of polishing powder and then use it for that 
particular purpose and no other. The aluminum lap may 
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be used for raying exposed winding wheels and similar 
work, and is usually used with a very fine grade of 
emery or carborundum powder and water. What is 
known as 15 minute carborundum powder will produce 
an exquisite rayed effect on winding wheels. 

In order to produce various styles of raying, it is 
important to have aluminum laps of various diameters, 
from one and one-half inch down to one-eighth of an 
inch in diameter. When we ray a winding wheel, we 
usually incline the grinder spindle a trifle, or, in other 
words, throw it off center, so that only the top half of 
the lap touches the work. There are many different 
effects that may be produced in raying and the student 
can get a better idea by experimenting along these lines 
than he can obtain from any description. 

With the exception of the aluminum laps, it is a good 
idea to use laps of one and one-half inch diameter, as 
this is about the largest diameter that can be used to 
advantage with our traverse grinder. 

In regard to the grinding wheels: we may use for 
the medium wheel, an aluminum wheel; one and one-half 
inch in diameter by one-eighth hole, grain 150, grade 0,’ 
For the fine wheel we may use an alundum wheel 
of the above dimensions, grain 150, grade 4, elastic. 
These wheels are made by the Norton Co., Worcester, 
Mass., and may be obtained through any supply house. 

To mount the various wheels for use on our traverse 
grinder, we may use a brass base, three-quarters of an 
inch in diameter by three-eighths of an inch in thickness. 
Any machinist can turn up a few brass blanks of the 
above dimensions. To prepare such a blank for one of 
our wheels, we may grip it in a wheel chuck and turn a 
“boss” to fit the hole in the grinding wheel. Then we 
reverse the blank in the wheel chuck and remove some 
of the metal from the back of the blank. This is not 
essential, but it adds to the appearance of the finished 
lap or wheel. Next, we shall drill a hole in the center 
of the blank, and then with a suitable boring tool, held 
in the slide rest, we may bore out a 2° taper hole so 
that the blank will fit the 2° taper end of our grinder 
spindle. While we are doing this work, it is a very good 
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Use a -Phoenix Outfit 
to Melt Your Old Gold 








Platinum Scrap 
Portable Quick 


No furnace, no flue, no 
blower. 


It uses your city gas, 
with oxygen. No floor 
space; little noise. A 
big soft brush flame 
for gold, a sharp hot 
flame for melting plat- 
inum, all with one tip. 
Several models. Inex- 
pensive. Senior Model 
will melt 100 oz. plat. 
in 11 minutes; equally economical for 10 dwt. 
Standard for 20 years. 


Also ask about the 
little Hoke - Jewel 
oxy-gas torch for 















soldering — it’s 
ten times 
quicker. 


Ask for Folder GM 


Hoke, Inc. 


22 Albany St., New York City 


Co-op. with Jewelers Tech. Advice Co. 









BUYERS 
OF 


GOLD 
SILVER 
PLATINUM 


sc" 


or any material in which these 
metals are contained, with an 
















honest return as promptly as 
accurate determinations permit. 








REFINING OF SWEEPINGS OUR SPECIALTY - 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 
REFINERS AND ASSAYERS 
36 Years of Refining Service 


709 SANSOM STREET - PHILADELPHIA, PA. 



































LIVING 


Follow the clock at the Lexington. You'll notice that 
every single minute of your stop is a keen delight. 
There’s a sincere welcome when you arrive...a mod- 
ern room designed for comfort...efficient servants 
anxious to do your bidding...four splendid restaurants. 
And the location, in Manhattan’s smart east side, is 
just a step from Grand Central Terminal, Fifth 
Avenue shops and Broadway’s gay night life. 

Come to the Lexington and really enjoy your next 
visit to New York. Rates are now as low as *3 a day. 
Others at *4, *5, and °6 — only *1 more for two persons. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE > NEW YORK 
Directed by Ralph Hitz Charles E. Rochester, Manager 

















Other hotels under the Direction of Ralph Hitz: The Book-Cadillac, Detroit; 
Netherland Plaza, Cincinnati; Van Cleve, Dayton; Ritz-Carlton, Atlantic City 





100 THE JEWELERS’ CIRCULAR 
for May, 1934 






























idea to prepare a half dozen blanks in this manner, as, 
when the slide rest is set for the proper angle, it is a 
very simple matter to do all of the boring and have 
all of the blanks exactly alike, which will be a decided 
advantage. Fig. 1 is a sectional view of a brass base 
to which a grinding wheel is attached. 

To attach the grinding wheels to the brass base we 
may use dental cement. This cement, when properly 
mixed and applied, is the best method we have ever 
found for this purpose. 

To attach the copper lap to the brass base, we simply 
turn up a copper disc of the same dimensions as the 
grinding wheel, and soft solder it to the base. 

The boxwood laps should be made the same diameter, 
but the thickness should be about one-quarter of an 
inch and they should be recessed on the back to take the 
brass base. The brass base should fit very tight in this 
recess, then a small amount of dental cement should be 
applied and the lap and base forced together in a vise. 
A flat disc of heavy metal should be used on each side 
to avoid breakage. 

The aluminum laps cannot be soldered or cemented to 
the brass bases, but they may be turned up to fit and 
then attached with small screws through the face of the 
lap close to the center. If the screws are counter sunk 
slightly, they will not interfere with any of the grinding 
operations. Another method of making aluminum laps is 
simply to use a large piece of aluminum, turn it to size 
and drive a steel taper through the center. In this case, 
we use the inside taper hole of our grinder spindle. 

Aluminum laps of very small diameter may be made 
in the form of a taper, just the same as a steel taper. 
Such laps may be used for “spotting”, which is a very 
beautiful finish that is easily produced. It is used to a 
great extent on the lower plates of watch movements. 
With an assortment of aluminum tapers of various diam- 
eters, we may easily produce any style of “spotting.” 


(To be Continued) 


Bradley Horological School Broadcasts 


Bradley Polytechnic Institute, School of Horology, re- 
cently broadcast a message and greeting to their thou- 
sands of alumni from station WMBD, Peoria, IIl. 

A sheaf of telegrams which arrived just before and 
during the broadcast were acknowledged during the 
program. ‘Those that were not acknowledged over the 
air arrived after the station had signed off. The tele- 
gram sent from the greatest distance came from G. Gray- 
son Reisch of Los Angeles, Cal., a graduate of the class 
of 1921. Hundreds of cards and letters have been re- 
ceived since the broadcast, and indications are that the 
broadcast, due to good weather conditions, covered a 
wide territory. 

The program met with enthusiastic response and con- 
sisted of musical selections by the Bradley band, under 
the direction of Prof. E. J. Schlegel, an address by Fred- 
eric R. Hamilton, president of Bradley College, and a 
greeting and message from Acting Dean George J. Wild. 
an interesting feature of the program was a reading by 
Mr. Wild of excerpts of letters received. from alumni 
from all parts of the United States, which were received 
following the first announcement of the broadcast. Among 
these letters were a number from father and son, two 
generations having graduated from Bradley since the 
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date of its founding 48 years ago. Classical selections 


on the piano were played by Bernard Birenbaum of St. 


Louis, Mo., and Malcolm Ross, Hope, Ind. Addresses 
were given by Henry Lamb, LaPorte City, Lowa, presi- 
dent of the Horological Fraternity, and by Byron Grow, 
Baker, Ore., whose father was a student at Bradley 
Horological 30 years ago. 

Another feature of the program was a greeting from 
Mrs. A. T. Westlake, widow of the late Dean Allen T. 
Westlake, the grand old man of Horology. 





How the Code on Fine Jewelry is Enforced 
(From page 63) 


Code Authority had confirmed the ownership of the goods 
by the New York corporation a telegraphic order directed 
to the officer of the New York corporation was sent order- 
ing the immediate withdrawal of all goods from the salee 
belonging to his concern. 

This order was obeyed and the sale was stopped the same 
day. 

Other complaints of violations of the consignment clauses 
of our code, differing somewhat from those above illustrated, 
but all of them violations of the code of fair competition of 
the Precious Jewelry Producing Industry are in process of ad- 
justment. 





The consigning of precious jewelry to retail distributors is 
unfair to the manufacturers, importers and wholesale dealers 
in precious Jewelry as well as to those retail distributors who 
buy their merchandise and then are obliged to compete with 
concerns who may have important stocks of consigned fine 
goods for sale without any investment. As the Code Authority 
is generally obliged to wait for specific complaints before it 
can act, it behooves the trade both wholesale and retail, in 
its own interest, to bring to our attention any and all violations 
of our code. The name of the complainant cannot be divulged 
except under the written permission of a complainant. Com- 
plaints may either be sent direct to the Code Authority, 608 
Fifth Avenue, New York City, or handed to any of our local 


‘committees indicated below: 
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COCO: . nb ion « temueudaed Frank Milhening, chairman 
Los Angeles, Cal. ......... James A. Apffel, chairman 
San Francisco, Cal. ...... Frank S. Hudson, chairman 
Philadelphia, Pa......... Lewis W. Gibbons, chairman 


Cincinnati, Ohio ........... Arno A. Dorst, chairman 

Abuses in our trade, which are being sought to be eliminated 
through the code can be stopped only to the extent that your 
Code Authority receives the unstinted cooperation of fair- 
minded men in the industry. 

We are happy to report that up to the present time we have 
not found it necessary in any case to appeal to the Adminis- 
trator for punitive action against an offender. 

CODE AUTHORITY, PRECIOUS JEWELRY PRODUCING INDUSTRY, 
Signed by MEYER D. ROTHSCHILD, 
CHAIRMAN. 


The “Silver Parade” 


Changing economic conditions must inevitably affect sales 
promotion methods. An outstanding example of how such 
changing conditions can be turned to the advantage of both 
manufacturer and retail jeweler, is the new promotion just 
put into operation by Oneida Community, Ltd. 

This latest expression of the merchandising and sales re- 
sourcefulness for which the makers of Community Plate are 
known, may be called “The Silver Parade.” 

“The Silver Parade” is “Community’s last gesture of fare- 
well to fading times of shadow.” It is significant that a quoted 
sub-caption states “Silver Prices must go up.” 

Specifically, the “Silver Parade” is a combination offer, for a 
limited period, of a “Prosperity Gift” of considerable value, 
with each Community Plate Service. These gifts are presented 
as especially offered “to celebrate the onward march of America.” 

The gifts include a 15-inch serving tray, with a service for 
six—and a 19-inch well and tree platter with a service for eight. 
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WORKSHOP NOTES € QUIEIRIIES. 


TCHING—Will you kindly give me a formula for 
etching deep letters upon brass or copper and just 
how to proceed. (Question No. 4876.) H. B. 


Answer—lIn the electrolytic etching of brass, the 
process employed is the same as that used in plating, 
except that the brass to be etched is made the anode. The 
solution used is the important portion of the operation, 
and when this is made in the right manner, the etching 
becomes quite simple. 

The following solution has been found excellent for 
the electrolytic etching of brass: Water, 9 gallons; 
sulphuric acid, 1 gallon; nitric acid, 1 quart. 

The sulphuric acid is the regular commercial acid of 
about 66 degrees Beaume strength. A slight variation 
in the proportions does not affect the results, although 
it is well to keep within reasonable limits. 

The solution is made up by pouring the sulphuric acid 
into the water. Water should never be poured into 
sulphuric acid as the acid, being heavier stays at the bot- 
tom of the vessel, and the water remains on the top of it. 
Heat is then generated at the junction of the two liquids 
with the formation of steam which violently throws the 
whole out. Bad burns thus frequently result. When 
the acid is poured into the water, heat is generated, of 
course, but uniformly. It is always preferable to stir 
or shake the solution when being mixed. 

When the sulphuric acid and the water have been 
mixed, it will be found that the liquid is hot. It should 
then be allowed to cool as it will melt the resist from 
the brass to be etched if employed in this condition. 
Etching solutions are always used cold. 

When cool, the nitric acid is added to the mixture of 
sulphuric acid and water and the whole thoroughly mixed. 
No fear need be entertained when the nitric acid is added 
as no heat is generated and it may safely be added to the 
solution direct. The solution now is ready for etching. 

A wood tank is used for etching and it should be 
preferably coated with pitch or asphalt. An ordinary 
wood plating tank is suitable. Iron tanks cannot be used 
for this solution. For small work, of course, glass or 
enamel tanks can be used, but only for small pieces. 

The brass to be etched is given a suitable resist by any 
of the desired methods. Either the painting-on, transfer 
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or photographic method may be used. The etching solu- 
tion is suitable for any of these processes. The prepara- 
tion of the brass surface is carried out in exactly the 
same manner as though the etching was to be done with- 
out the use of the electric current and in the ordinary 
manner, say with perchloride of iron. Care should be 
taken to protect all parts not to be etched by suitable 
varnish. This portion of the etching process, however, 
is not a matter that concerns us here. Let it be said, 
though, that care should be taken to have the surface 
of the brass clean before applying the resist and in a 
smooth condition desired after etching and leaving the 
“high-lights” exposed subsequent to removing the resist. 

The brass to be etched is used as the anode in the solu- 
tion and the cathode may be brass or copper. The cathode 
should be of the same size, as far as exposed surface is 
concerned, as the anode. The distance between the anode 
and the cathode need not be great and a few inches more 
or less are satisfactory. In this manner it is possible 
for a large number of plates to be placed in a tank. The 
connections are made in the same manner as for electro- 
plating. If a long plate is to be etched, such as that 
shown in the illustration, then connections should be made 
at both ends in order to equalize the current, and the 
same rule applies to the anode connections. 

To begin the etching, the brass is connected as the 
anode and the current started. The exposed surface of 
the brass or that to be etched should be clean as the solu- 
tion does not work evenly if a film of grease is present. 
It is frequently a good plan, to pour some dilute nitric 
acid over the face of the brass before immersion in the 
tank and allow to “bite” a second. This removes the 
grease and oil films which may be present and gives a 
clean surface for the action of the etching solution. The 
acid should be rather dilute, say 2 parts of water to 1 
part of acid. Pour over the surface and allow to remain 
until “biting” begins. Then immediately rinse off in 
cold water under a faucet. If this strength of acid does 
not bite readily, use less water, but care should be taken 
not to use the acid too strong or the resist will be at- 
tacked. The use of this acid, previous to beginning the 
etching, will depend upon the resist used and the clean- 


(Turn to page 109) 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25’ words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 


ment. ‘ 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
ewers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 








YOU GIVE ME the windows and mer- 
chandise; I’ll do the rest. Address “A., 
1149,” care Jewelers’ Circular. 








WATCHMAKER, ENGRAVER, first class, 
35, 20 years’ practical experience; 
or commission; former store owner. 
F. Kantlehner, Chelsea, Mich. 


WATCHMAKER-SALESMAN, close tim- 
ing; make your repair department an 
asset. Address ‘“K., 1457,” care Jewel- 
ers’ Circular. 





HUB AND DIE CUTTER, expert, jewelry 
and silverware, now open for a position, 
or will do your work at home. Address 
“B., 1525,” care Jewelers’ Circular. 





WATCHMAKER DESIRES POSITION 
anywhere; also understands old gold. 
buying. Address “Watchmaker,” care 
Carl Anderson, 60 Patterson Ave., 
Greenwich, Conn. 





WATCHMAKER,.competent on all grades 
watches and clocks, desires position; 
worked for best houses in the city; good 
references. Address ‘‘D., 979,’’ care of 
Jewelers’ Circular. 





YOUNG LADY, bookkeeper, stenographer; 
ten years’ executive experience, jewelry 
and watch trade; complete charge, cor- 
respondence, collections. Address ‘‘T., 
1408,”" care Jewelers’ Circular. 





SALESMAN SEEKS POSITION in re- 
liable store where thorough experience 
and real selling ability is required; age 
30, single; A-1 reference. Address 
“G., 1452,” care Jewelers’ Circular. 





RETAIL SALESMAN, young man of in- 
teresting capabilities desires position in 
first class institution, which will in time 
lead to marked responsibility. Address 
“A., 1435,” care Jewelers’ Circular. 





ALL AROUND watchmaker, engraver ; 
permanent position; state wages of- 
fered; South preferred, at once. Ad- 
= “M., 1462,” care Jewelers’ Cir- 
cular. 





WATCHMAKER, 31 years old and mar- 
ried, ten years at bench and waiting 
on trade, would like steady position ; 
best of references. Address M. W. 
Jacobson, Dows, Iowa. 





DIAMOND SETTER white gold tops, 
manufacturing jeweler, engraver on 
any old thing; nothing too large; state 
wages; go anywhere at once. Address 
“O., 1463,” care Jewelers’ Circular. 





COMPETENT WATCHMAKER, 25 years’ 
experience, American, willing, good en- 
graver, plain jeweler, salesman; New 
England preferred; references. Address 
“S., 1468,” care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, optometrist New York 
registered, is open for engagement. 
=— “H., 1492,” care Jewelers’ Cir- 
cular. 





WATCHMAKER, many years of fine ex- 
perience on all makes of fine and com- 
plicated works. Address “K., 1493,” 
care Jewelers’ Circular. 





WATCHMAKER, A-1 mechanic, 20 years’ 
experience, desires position, New York 
or vicinity; salary $25. Address “F., 
1483,” care Jewelers’ Circular. 





IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, IIl. 





CERTIFIED WATCHMAKER, age 27, 
married, desires position with reliable 
store; ten years’ experience. Address 
“T., 1469,’”’ care Jewelers’ Circular. 


Al WATCHMAKER and salesman, 11 
years’ experience; age 32; good esti- 
mator; best references as to ability and 
honesty. Ray C. Gable, 19 Pearl St., 
Lancaster, Pa. 





WATCHMAKER, age 48, married, life’s 
experience, very capable on baguettes; 
no hurry; you must write references; 
moderate salary. Write 33 N. Church 
St., Lexington, N. C 





BOOKKEEPER-TYPIST, young woman 
10 years’ varied experience in jewelry 
line, capable of taking full charge 
manufacturing jewelers; excellent ref! 
erences. Address “D., 1439,” care 
Jewelers’ Circular. 








EXPERIENCED WATCHMAKER, 13 
years’ experience on all grades watches: 
salesman; clock and light jewelry re- 
pairs; best references; wants perma- 
nent position; salary $20. Address 
“J., 1455,” care Jewelers’ Circular. 








WHITESTONE SALESMAN, years of ex. 
perience, capable window-trimmer, 
show-card writer, engraver; handle re- 
pairs profitably ; real money-maker; re. 
sults guaranteed. Address “J., 1442” 
care Jewelers’ Circular. 





WATCHMAKER, 36, competent on all 
grades of watches and clocks, 15 years’ 
experience ; can wait on trade and fur- 
nish best of references; will go any- 
where. Address “X., 1472,” care Jewel- 
ers’ Circular. 





WATCHMAKER, 30 years’ old, desires to 
make change; accustomed only to the 
finer store; expert salesman, thorough 
knowledge of jewelry business; best 
references. Address “L., 1461,” care 
Jewelers’ Circular. 





WATCHMAKER, JEWELER, engraver, 
fine mechanic, no come-backs; store 
experience; capable of taking full 
charge; all around man; good refer- 
ence. Address “E., 1482,” care Jewel- 
ers’ Circular. 





CAPABLE SALESMAN desires connec- 
tion with better class retail outfit in 
New York City; excellent following; 
first class references; available now. 
Address “A., 1451,” care Jewelers’ 
Circular. 





CONTACT-MAN; young man of wide ac- 
quaintance, seeks responsible position 
with well rated concern, requiring in- 
side and outside services; references. 
ene “B., 1476,” care Jewelers’ Cir- 
cular. 





FIRST CLASS JEWELER on gold and 
platinum, wax modeler and_ sample 
maker, able to take charge, 25 years’ 
experience, wishes permanent position. 
— “C., 1477,” care Jewelers’ Cir- 
cular. 





JEWELER, DIAMOND SETTER, en- 
graver; repairs, design for remodeling; 
manufacturing or store; first class 
man; will go anywhere; reasonable 
salary. Address “A., 1474,” care Jewel- 
ers’ Circular. 








YOUNG LADY, 10 years’ experience fac- 
tory office, ring manufacturer; capable 
taking care of stock, repairs, filling 
orders, weighing metal, etc. Address 
“A., 1475,” care Jewelers’ Circular. 





ENGRAVER, JEWELER, manufacturer, 
platinum worker and diamond setter, 
now employed, desires position in re- 
tail store; high class references. Ad- 
“— ““A., 1449,” care Jewelers’ Circu- 
ar. 








CAPABLE STOCKMAN seeks position 
with reputable wholesale watch or 
jewelry concern; adapted to quickly and 
accurately filling incoming orders; ref- 
erences. Address “Y., 1180,” care 
Jewelers’ Circular. 


DESIGNER AND GOOD JEWELER can 
run shop and produce selling merchan- 
dise; all around jeweler, diamond set- 
ter, designer, 24 years’ experience, 
wishes steady work. Address “D., 
1479,” care Jewelers’ Circular. 





YOUNG WATCHMAKER, age 22, avail- 
able at once; three years’ experience; 
own complete set of tools; Cleveland 
preferred or anywhere near by. Ad- 
dress “Watchmaker,” 2456 W. 10th St. 
Cleveland, Ohio. 








YOUNG LADY, several years’ experience 
with manufacturing jewelers, taking 
complete charge orders and repairs; 
familiar with all details; highest refer- 
ences. Address “S., 1508,” care Jewel- 
ers’ Circular. 
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Workshop Notes 
(From page 103) 


liness of the plate. With asphalt or transfer wax, it may 
be employed, but with the photographic method in which 
albumen or gelatine is used, it is well to omit it. In the 
latter case, the surface of the brass to be etched is usually 
quite clean. 

The plate, having been immersed in the etching solu- 
tion and the connections made and current started, is 
watched for a few minutes and the progress of the etch- 
ing noted. At first the brass remains apparently unaf- 
fected, but in a short time it begins to become dull and 
the etching is well under way. If the plate is clean, 
the etching will take place uniformly all over the sur- 
face of the exposed brass, but if not, the action is un- 
even and the plate should be taken out and cleaned in 
some manner, if possible. For this reason the action of 
the etching solution should be watched for a few minutes 
when the current is first started. 

The current strength is of much importance in etch- 
ing by this process and must be carefully regulated if 
good results are desired. ‘oo strong a current will give 
a rough surface, but if well regulated a fine, matt-etched 
brass will be obtained. 

A voltmeter and a rheostat are necessary for the suc- 
cessful performance of the operation. If the voltage is 
carefully regulated and maintained at the right amount, 
the etching goes on evenly and successfully. Not over 1 
volt should be used and if kept at this amount, there can 
be no question about the results. The current density 
will then be kept right no matter how large or small 
the amount of work may be in the tank. At this voltage 
and the solution made up according to the formula pre- 
viously given, the current density will be about 1 ampere 
per square inch of anode surface. 

In the case of small solutions, or those which contain 
a large quantity of plates to be etched, care must be taken 
to avoid heating during the etching process. The cur- 
rent passing through the solution gradually eats it on 
account of the resistance offered and in the case of a 
small amount or that which is worked “hard,” con- 
siderable heating may result after a time. If this is the 
case, then the resist may frequently be melted off. 

The etching is allowed to go for some time when it 
will be noticed that a film is forming over the surface 
of the brass being etched. This gradually becomes 
thicker, as the etching goes on, and finally begins to break 
away in spots, exposing the clean brass underneath. 

This film is produced by the impurities in the brass 
which do not dissolve in the solution. Lead is the prin- 
cipal impurity and the film is composed mainly of it. 
When the film begins to break away in this manner, it 
is well to take the brass plate out and rinse off in cold 
water under the faucet. This will usually wash it away, 
but if not, take a clean camel’s hair brush and brush over 
the surface while wet. This will always remove the film 
and not attack the resist. The water, however, will 
usually remove it without the necessity of using the brush. 
The removal of this film will leave the brass underneath 
bright and even and allow the etching to go on in the 
desired manner. In case only a comparatively light etch 
is desired, this treatment for the removal of the film may 
be omitted, but for deep etching it should be carried out. 
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Merchandise Market 


Gear Shift Knob 


Sterling silver pierced monogram gear shift knobs are an 
attractive addition to any automobile. Simmons Bros. Co., 269 
S. 9th St., Philadelphia, Pa., are placing on the market a 
display of these knobs made of catlin in six popular colors with 
sterling silver plates, available plain for engraving or with 
pierced initials, two or three letters. 





Forstner Sponsors New Idea for June Sales 


The Forstner Chain Corp., Irvington, N. J., suggests the use 
of its identification bracelets as particularly suitable gifts, not 
only for school and college graduates, but for bridesmaids, 
attendants at the Junior Prom and other college and school 
affairs as well. With appropriate engraving on the shields 
of these identification bracelets, the possibilities for large sized 
orders for jewelers are numerous. 





GEMEX Introduces Non-Corrosive Watch Bracelet 


It has been reported that the Non-Corrosive Watch Brace- 
lets, which the Gemex Co. has been producing, have given such 
satisfactory wear that the company has decided to use the 
same non-corrosive base for its new line of 1/20-12 Karat Gold 
Filled non-corrosive bracelets. This new quality thereby com- 
bines the accepted standard of 1/20-12 Karat Gold Filled with 
the distinct advantage of the Gemex Co.’s regular Non-Cor- 
rosive quality. 





“The Magic of Flowers” 


A new brochure entitled “The Magic of Flowers,” recently 
issued by the R. Wallace & Sons Mfg. Co., Wallingfora, Conn., 
will be given a warm welcome not only by the retail jewelers 
but the public at large. This booklet which artistically ex- 
ploits the value of the Nine Flower Pattern in silver plate which 
the company has introduced, will prove of distinct value to the 
general lovers of flowers and the enthusiastic members of the 
garden clubs which are growing in number every day. The 
brief summary it gives about the important flowers (which are 
used as the basis of the patterns in the silverware) is the kind 
that will be appreciated by the public while the charts and 
descriptions for serving breakfast, luncheon, tea, dinner and 
buffet suppers will be welcome to brides and matrons alike. In 
addition to the booklet, the manufacturers will furnish depart- 
ment chairmen of the garden clubs with a portfolio of lecture 
material on flower arrangement. 





Frank W. Smith Co. Develops New Merchandising Plan 


Frank W. Smith Co., Inc., Gardner, Mass., sterling silver 
manufacturers, is developing a new method of getting its 
silverware into the hands of prospective purchasers of flatware. 
In the current issue of Vogue the company offers to send five 
pieces of either of two patterns to any inquirer. These are 
sent together with a letter explaining the beauty of the silver 
and asking the recipient to use the pieces and handle them in 
their own way, then to report to the company which, in the 
meantime, has informed local jeweler that this person is in- 
terested in a purchase of silver. Between the manufacturer and 
the jeweler the sale is consummated. 





International Silver Co’s Spring Wedding Campaign 


This spring International Silver Co. will make a special, 
concentrated drive on the wedding gift business. A separate 
appropriation, has been made for a united International cam- 
paign, covering Sterling and three advertised brands of silver- 
plated flatware. The wedding season, while always a high 
peak period, is of unusual importance for this year. Reports 
gathered from all parts of the country show a big increase in 
the number of weddings as compared with the last four years. 
That fact means greater silverware sales. The high point in 
the International drive is a two-page spread in the June issue 
of Ladies’ Home Journal ... out May 11. The high point in 
the merchandising of this advertisement will be the “Bride’s 
Bouquet” chest. 
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